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PROTECTING INVISIBLE VALUES 


Like colossus from the clouds. hostile 


winds rush earthward vent their fury 
upon man’s fragile handiwork. Left 
their devastating path are the untold 
asunder, power lines down, machinery 
bogged, production crippled. 

But expense marches on! For when 
output stopped and orders unfilled, in- 
come canceled. Yet during the period 
inactivity follow, payrolls come 
and notes, taxes and other current charges 
must met. 


Here proof that manufacturers re- 


THE HOM 


STORM CRIPPLES 


quire protection for more than direct loss 
caused windstorm, fire, aircraft dam- 
age, explosion. income values, 
sustained the whir wheels and the 
buzz production, should also haz- 
ard-proof. 

Those interested the successful 
operation certain manufacturing plants 
may consult agents The Home the 
advantages Use and Occupancy Insur- 
ance. This valuable supplementary form 
reimburses for loss suffered during inter- 
ruption normal business the result 
hazard. 


INSURANCE 


NEW YORK 
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The NEW way buying insurance 
protects against the heavy losses! 


you let your insurance carry the rela- 
tively light risks and handicap yourself with 
the burden possible ruinous loss? 

You not, you have discovered the 
NEW way buying insurance. For this 
NEW way scans your whole set-up, finds 
the potential crippling matter 
how unlikely they are occur—and pro- 
tects you first against these. 


This NEW way leaves possibility 
loss unexplored. This means not only direct 
losses your own business, but also those 
that might incurred through the damag- 
ing your customers’ credit. 

Why not lay your insurance problems 
before Hartford agent, consult your 
broker? His advice costs you nothing 
and may save you thousands dollars! 


Hartford Fire Insurance Company 
Hartford Accident and Indemnity Company 


HARTFORD, CONNECTICUT 


learn more about the NEW way 
surance, just call Western Union (in 
Canadian National Telegraphs) and ask for 

name the Hartford representative 
get touch with your own insurance broker. 
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TWO HARTFORDS WRITE PRACTICALLY EVERY FORM INSURANCE 


freshing note the continuing growth 
arbitration-consciousness 
war requires optimism. But the effort fully 
warranted for the optimism has concrete 
basis achievements. The arbitration idea 
work the business world—has been for 
many years—to the advantage all parties. 
saving time, tempers and tests courts. 

1940 Arbitration Year the Americas. 
marks the completion commercial ar- 
bitration system covering, for the first time, 
the entire western hemisphere, and enabling 
business men from Pt. Barrow Cape Horn 
settle their disputes out court. 

Sponsored the American Arbitration As- 
sociation, the 1940 Arbitration Year program 
has the full support all leading business 
organizations, including our National Asso- 
ciation Credit Men, which proud 
know that has helped evolve the arbitration 
idea down through the years. 

Credit executives understand the impor- 
tance settling disputes the conference 
method rather than the law courts. They ap- 
preciate fully the resultant benefits the 
speed, efficiency and inexpensiveness sub- 
mitting business grievances and controversies 
impartial arbitrators. 

According the Department Com- 
merce, litigation the costliest item our 
civilization with the exception war. 
Studies made various agencies have shown 
that costs the taxpayers $50 for every day 
that case court. 

One arbitration’s greatest talking points 
for credit men that all proceedings are con- 
ducted within the confines private con- 
ference room. Thus there adverse pub- 
licity reduce corporate good-will, impair 
credit reputation, destroy customer confidence 
reveal business secrets necessary the 
maintenance firm’s competitive position. 

is, course, long step from accepting 
arbitration domestic disputes substituting 
arbitration for more deadly means settle- 
ment misunderstanding between govern- 
ments. But with experience successful 


the midst war-torn world re- 


Arbitration vs. 


Argument 


arbitration commercial, industrial, financial 
and labor relationships, can stride forward 
towards the goal international arbitration. 

From the acorn commercial and indus- 
trial arbitration, the sturdy oak interna- 
tional arbitration bound grow. You and 
and every other credit executive can dis- 
ciples spreading this gospel arbitration. 
Let our slogan this: “Don’t argue—arbi- 
trate. It’s good sense—and good business!” 


Henry Heimann 
Executive Manager, N.A.C.M. 
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NEW FEATURES 
the 
ENTIRE LINE 
BURROUGHS 


CALCULATORS 


handling small amounts. permits 
low equipment costs where machine 
larger capacity not required. 


The Burroughs Calcu- 
lators include machines six, seven, 
eight, ten, twelve and fourteen column 
totaling capacities, fractional key- 


boards, electric hand 


Burroughs Calculator with 
Simplified Subtraction. New speed, 
new quiet operation, new style. Seven, 
eight, ten, twelve and fourteen column 
totaling capacities. 


ELECTRIC DUPLEX 
CALCULATOR 


TWOTOTALS 


The individual totals 
the front dials are trans- 
ferred electrically the 
rear dials where they 
accumulate into 
grand total. 


DIRECT 
SUBTRACTION 


amount directly from 


Provides faster, simpler way accumulate individual] calcu- 
lations into grand total. Direct subtraction, fast electric 
transfer, electric clearance, and positive electric key touch 
speed the work and enforce accuracy. Other Burroughs 
Calculators various totaling capacities also have new fea- 
tures and new advantages. From the twenty-six styles, you can 
select the one that will give you the shortest, simplest oper- 
ation your particular job. For demonstration complete 
information, telephone the local Burroughs office, write— 


BURROUGHS ADDING MACHINE COMPANY 


6148 SECOND BOULEVARD, DETROIT, MICHIGAN 


BURROUGHS CALCULATOR FOR EVERY TYPE CALCULATING 


When writing advertisers please mention Credit Financial Management 


> 


What 


Joes Management Expect? 


Place Credit Department Company Plans 


Discussions the theory credit frequently point 

out that economists have found difficult agree 

single complete, yet brief, definition the word 

itself. Happily, similar confusion exists regarding 

the functions and responsibilities the credit department 
the well-organized company. 

unnecessary for consider the various concep- 
tions credit. believe the average business man who 
accepts his customer’s credit exchange for goods 
services does because has confidence that buyer’s 
ability pay future specified time. Similarly, the 
average buyer regards his credit the means whereby 
enabled obtain goods services exchange for 
promise make payment later date. Availability 
credit equally valuable both parties; fact, 
the life-blood business. 

What the part played the credit department, and 
what does management expect filling its role? 


Has Two-Fold Purpose 


Briefly, the credit department has the important, yet 
frequently delicate, task guiding the machinery credit 
effectively that will give the greatest possible stimulus 
sales and the same time enhance profits minimiz- 
ing bad debts. How can this general aim best ac- 
complished 

seems there are three broad essentials looked 
for management the efficient operation its credit 
department. These are: First, honesty; second, sales- 
minded attitude; and third, the ability distinguish be- 
tween various types risks. 

honesty not referring avoidance fraud 
the conduct credit matters; personal integrity 
personnel naturally taken for granted. this instance 
mean honesty conviction the part the credit 


executive when credit acceptable and when 
not. 


Mistake Objective 


Honesty conviction should mean that one’s attitude 
based facts, not carelessly drawn and hasty con- 
clusions. Consequently, this first consideration implies 
thoroughness investigating and analyzing available facts 
relating the credit subject question. Honesty 
conviction also precludes the influence personal feelings 
arriving one’s decisions. 

emphasizing that management expects the credit de- 
partment adopt sales-minded attitude may appear 
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slighting what frequently assumed the pri- 
mary function the department—that holding losses 
minimum. the latter may not always 
true measure the effectiveness the credit manager. 

great amount skill required distinguish be- 
tween the customers unassailable credit standing and 
those who are likely candidates for bankruptcy proceed- 
ings. But if, this separation what might term 
the sheep from the goats, too great emphasis placed 
the avoiding poor risks, business may turned down 
which would more than offset losses from bad debts in- 
curred through adoption more liberal policy. The 
credit manager who neglects sales possibilities because 
engrossed entirely with loss avoidance only partially 
efficient. 

Conditions relating sales and credit have changed 
markedly since early days business the United States. 
Many years ago the proprietor head the company 
personally directed the credit policy, the same time 
serving number other capacities. His credit studies 
were simplified personal acquaintanceship with the 
limited clientele served. 


Must Sales Minded 


With the growth size business firms and 
plication customers came the necessity for larger ca- 
pacity handle credit matters. For time, credit re- 
sponsibilities were shared various individuals, including 
salesmen. While today the credit executive occupies 
separate and distinct position business organizations, 
still consider him adjunct the sales department. 
must function co-ordinately with the sales branch; 
must sales-minded. 

the duty the credit department foster good 
relations with customers. Psychology frequently must 
resorted keeping customers satisfied and maintain- 
ing the friendly feeling which often definite sales 
producer. The buyer’s attitude toward the supplier 
cultivated large extent relations with salesmen, 
but the credit department likewise shares the develop- 
ment good will. This especially true the matter 
collections, where the need for tact imperative. 

Probably one-half all past due accounts mean lost 
sales because the customer reluctant seek additional 
credit. Frequently will refrain from making further 
purchases else will turn competing supplier. When 
good credit risk and not encouraged take 
advantage his position such instances, the credit 
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department not fulfilling its mission aiding sales. 

the same time, the credit department expected 
stay within the reserve that management sets aside 
charged against uncollectible accounts. Sales frequently 
can bolstered letting down the credit standard, and 
vice versa, but generally the volume booked must kept 
relation the budget created for bad debts. This 
naturally calls upon the credit department for nicety 
judgment acting upon risks, well for the dili- 
gent pursuit collections. 


Sale Not Closed Until Paid For 


The importance close co-operation between sales and 
credit staffs obvious, course. Credit actually part 
selling because the complete sale requires that the 
money collected. Furthermore, the 
sale should not have been made orig- 
inally unless credit was satisfactory. 
the credit department can help 
remove from the salesman’s mind the 
notion that his sole task selling, and 
that credits and collections are 
concern him his selections cus- 
tomers, the company whole will 
benefit. 

Sales efforts the credit depart- 
ment need not confined only 
maintaining harmonious relations with 
established active accounts. Dormant 
accounts may turned into live ones, 
new ones may created, through 
mail solicitation the part the 
credit manager. Sometimes 
efforts prove more appealing the 
prospective customer than sim- 
ilar activities the part sales 
official. 

Co-ordination the work the 
sales and credit departments, while 
highly essential, must leave the latter 
free exercise its own judgment executing decisions. 
Therefore, apparent that honesty conviction— 
when arrived after proper consideration the sales 
element—will prove little avail unless there free- 
dom and determination adhere these conclusions. 
This means firmness purpose but not unreasonable 
obstinacy that refuses give way logic. 


Calls for Keen Judgment 


The ability distinguish between different types 
implies variety knowledge which the credit 
manager must employ determining whether not the 
credit sought acceptable. 

have three basic methods rating the credit 
applicant. First, good moral risk? his 
willingness and determination meet his obligations part 
his character 

Second, has demonstrated past performance that 
entitled credit? What has been the company’s 
ably better example this basis for judging risk 
afforded than the present attitude the United States 
toward certain European nations with regard credit. 
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Past performance repaying loans was unsatisfactory, 
consequently cash settlement now required for all goods 
obtained. 

Third, what his credit rating compiled the 
general and special mercantile agencies? addition 
the facilities offered the mercantile agencies, additional 
information obtainable, when necessary, through Credit 
Interchange Bureaus, banks and salesmen. 

Credit should not accorded the moral risk basis 
unless there some evidence ability pay. Neverthe- 
less, character the applicant often the most important 
factor deciding whether not credit granted, 
and keen judgment frequently required arriving 
conclusion. 

Management expects the credit department keep 
abreast economic developments having influence 
the credit standing the industry 
that served and the activities 
individual customers. has be- 
come especially important during re- 
cent years when variations the busi- 
ness trend have been both abrupt and 
frequent. Consideration must given 
the fact that too liberal extension 
credit boom times tends in- 
tensify the subsequent reaction, while 
too strict policy depression periods 
may factor postponing recov- 
ery. Changing conditions common 
only certain sections the country 
must noted for their possible effect 
customers located those areas. 

The credit manager expected not 
following past due accounts, but 
also his function well 
acquainted with legal recourses avail- 
able handling collections, receiver- 
ships, bankruptcies, etc. State and 
national legislation affecting laws 
this nature must watched. 

Co-operation with other credit departments neces- 
sary duty the credit executive. small part the 
effectiveness our credit system whole has resulted 
from the interchange information between companies 
and the furnishing data agencies and bureaus. 

Credit once was regarded somewhat special favor 
business and more important than ever before 
trade stimulus. Ten years ago our company had one 
individual who devoted his time credit affairs. Today 
have five engaged this work, increase larger 
than that experienced our volume business during 
the period. One man concerned solely with negotiations 
involving federally-guaranteed loans for building con- 
struction. 

The latter only one illustration the growth 
functions the credit department but typical the 
increasingly important part that this division playing 
—not only business economist, treasury watch-dog 
and salesman without portfolio, but, even more important, 
the propellant the credit flow through the indus- 
trial and trade structure. 
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Credit Congress City 


The End the Golden Rainbow 


Bruce West, The Globe and Mail, Toronto 


ample the world’s history great mining devel- 
opment being superimposed upon large and already 
established metropolis. 

Mining “boom towns” have sprung and died with- 
out number this continent, but never before have con- 
ditions been such that mining development has exerted 
strong influence city that has already under- 
gone the growing pains expanding municipality. 

Swift new means transportation and the opening 
huge treasure house the rugged bush-country 
Northern Ontario has been mainly responsible for this 
peculiar situation. 

situation that has been created largely during 
the past years. that space time there have be- 
come established Toronto half the head offices 
the entire mining industry Canada. There are roughly 
1,400 mining companies listed Canada. this num- 
ber, 700 are located Toronto. 


The City Toronto stands perhaps the only ex- 


Mining Center Dominion 


the 400 mining companies operating properties 
Ontario, per cent their directors reside Toronto. 
The city, furthermore, has the largest mining stock ex- 
change the North American continent. These offices 
budded forth Toronto new frontiers were pushed 
back the North and new mining properties were devel- 
oped. 

During one its peak years the Toronto mining ex- 
change was the scene stock transactions totaling 438,- 
092,320 shares. Some idea the vast wealth North- 
ern that administered from Toronto head- 
quarters may gained from the fact that one single min- 
ing area, known the Porcupine Camp, produced almost 
much gold last year the entire State California, 
the largest producer the United States. 

California’s yield for the year was approximately $49,- 
210,000 worth gold; that the Porcupine Camp was 
worth $47,809,001. mineral output for all On- 
tario was $237,500,000. Which may give some concep- 
tion the “pot gold” that rests the end the 
rainbow that starts Northern Ontario and bends down 


Toronto. 
Produces Most Minerals 


The Province Ontario far and large the great- 
est mineral producer the Dominion. During recent 
check was determined that production was distributed 
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follows: Ontario, 51% Quebec, 16% British Colum- 
bia, 14%. The three largest producers the country 
ranked that order. 

The magic influence this wealth upon the city 
reflected its buying power, lately tabulated the 
Toronto Industrial Commission. The 
tween Toronto and Montreal—which has been, the 
way, fiery subject long standing—reveals that 
out every 100 persons Toronto own automobiles 
and out every 100 possess telephones. Mon- 
treal these figures stand and respectively. 

Per capita postal revenue for Toronto listed $12.03 
and import duties $29.46. The figures for Montreal 
are set $5.62 and $24.78. Per capita income tax for 
Toronto runs $40.55; that Montreal $21.08. 

Toronto’s population 825,000 people are per cent 
Anglo-Saxon racial origin. may some interest 
visitors from the United States know that, all 
the agencies for United States companies located Can- 
ada, per cent are Toronto. 


$440 Per Capita Income 


The annual income Ontario residents about 
$1,584,000—or $440 per man, woman and child. The 
industry the city diversified that would hard 
find resident who could mention any particular 
product associated with the city. The most recent survey 
showed total 2,869 industrial establishments, rep- 
resenting investment $464,817,690. 

Although steady stream products from these plants 
flows northward fast train the “new world” that 
being carved out the bush and rock, the airplane has 
helped much any other factor joining Toronto and 
Old Ontario with the North. Mining men say aviation 
advanced least 100 years the development the 
North. This swift transportation has enabled mining 
firms locate their head offices Toronto. 

o’clock the afternoon, Toronto mining ex- 
ecutive rides down the elevator his Bay Street office. 
Toronto, Bay Street the local equivalent Wall 
Street New York St. James Street Montreal. 
the offices located this artery sit the men who make 
the wheels around the mining fields. 

spite the noon-day traffic that roars through the 
city’s downtown streets, the executive arrives the new 
Island Airport about five minutes, because Toronto 
one the few cities the continent that has large 
airport and air harbor right its front door. 
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View One the Larger Gold Mining Plants Upper Ontario 


Air Travel Aids Development 


After driving only few blocks, crosses narrow 
gap Toronto Island, where his airplane awaits him. 
climbs aboard, the very shadow the city’s sky- 
line falls across his machine. close the city this 
airport that the arrival and departure machines may 
easily observed from the south windows practically 
any downtown office building. 

Soaring and away from the city, his plane points 
northward. Before o’clock will the heart 
the mining country. 

Thus has aviation played its part making Toronto 
hub for the mining activities the North. Swift 
wings have made comparatively simple for the busy 
executive journey back and forth between the city 
and his mining properties. 

Because all industry naturally stimulated the 
digging fresh gold close its smoking chimneys, 
the bountiful North has injected fresh blood into the 
city’s veins and has helped give certain lustiness. 

Lustiness, fact, the key-note many the city’s 
enterprises—although numerous ways Toronto 
highly conservative centre. 

Its Canadian National Exhibition, for instance, has 
grown from tiny “fall become the world’s 
largest annual show its kind. Although has its in- 
ception almost century and half ago, the 
such dates back sixty-two years. 


Millions Exposition 


Today its investment lands, buildings and equip- 
ment totals $21,000,000 and its activities and exhibits 
embrace practically every field human endeavor. 
held each year during the last week August and the 
first week September. 

This year, the buildings the C.N.E. fill different 
and more grim purpose than has been their lot for more 
than twenty years. They now house thousands troops 
from all over the Dominion and sentries with bayonets 
fixed pace and down front the lofty gateways. 

The billeting the troops the C.N.E. was cold 
weather measure, however, and expected they will 
moved summer tent camps before the date the 
next exhibition rolls around. 

Another Toronto’s ambitious ventures has been its 
land-reclaiming project. Miles land has been 
created along the waterfront. Where lake 
anchored twenty-five years ago, office buildings and indus- 
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Toronto Convention Bureau 


trial plants stand today. 

large portion this new-found land—reclaimed 
the operation night and day giant 
plunged into the lake bottom—now forms scenic marine 
drive the city’s western approach—which the one 
used those who journey Toronto from the south. 


Some Historic Data 


The site upon which Toronto stands today was dis- 
covered young French adventurer 1615—five 
before the Pilgrim Fathers landed Plymouth Rock, 
years before Marquette and Joliette reached the present 
site Chicago, years before the mighty Mississippi 
was first seen European eyes. 

The young explorer, named Etienne Brule, visited the 
spot while mission for Champlain. 

The city’s present name actually dates back those 
days. The Indians called To-Ron-To—or “place 
appropriate enough name for centre that 
has since become one the continent’s most popular 
convention cities. 

But 1750, when the place became important enough 
made fortified trading post, was called Fort 
Rouille, after the French colonial minister that time. 

Twice since that time the sound battle has echoed 
through the settlement. Twice the flames war have 
burned down parts it. During the war between the 
French and English Fort Rouille was burned prevent 
its occupation the latter, 1759. 1813 was. 
burned again the American forces. 

was John Graves Simcoe, Governor what was. 
then known the “Province Upper Canada,” who 
chose Toronto the capital, May 1793. When 
Confederation created the Dominion Canada, 
remained the capital the Province Ontario. 


Once Called Fort York 


Shortly after selecting the spot, Governor 
changed the name York, honor His Royal High- 
ness the Duke York. 

Old Fort York still preserved, and its tarred old 
guns still cover the waters Lake Ontario from the 
grass-grown battlements. 

From April May 1813 the Stars and Stripes. 
floated over Fort York, when was captured the 
American forces under General Pike. the Canadians. 
retreated from the Fort, they left behind them charge 
dynamite with burning fuse attached. large part 
the Fort was blown the explosion and General 
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Pike was killed piece flying debris. 

When they had occupied the town, the American forces 
burned the Legislative Assembly Buildings 
Provincial Archives. 

Six years ago, during Toronto’s centennial celebrations 
the pages history were rolled back and there occurred 
small gesture symbolic the present warm friendship 
and mutual understanding which exists between the people 
the United States and Canada. 

United States coast guard vessel arrived Toronto 
bearing old mace that had been taken from the Legis- 
lative Buildings when the Americans captured the town. 
was handed over with due ceremony the Ontario 
Government and now fulfills once more its original pur- 
pose implement the traditional trimmings such 
occasions the opening Parliament. 


Monument Peace 


Looking out across the waters the lake, where the 
invading Americans once sailed their men war, there 
now stands beautiful monument dedicated peace 
between the two countries. was erected some years 
ago the Shriners America and one the most 
striking sights the Canadian National Exhibition 
grounds. 

Slowly through the years, the little 
town, which became known “Muddy 
York,” struggled and grew. Its first 
extensive industry was established 
1812 when one Jesse Ketchum started 
tannery what now the corner 
Yonge and Adelaide Streets the heart 
downtown Toronto. 

1842, eight years after 
York” had been incorporated city 
and had changed its name Toronto, 
Charles Dickens visited and wrote the 
following impression, which still 
looked upon local residents con- 
vincing proof that the immortal writer 
was indeed discerning man: 

“The town itself full life and 
motion, bustle and business improve- 
ment. The streets are well paved and 
lighted with gas; the houses are large 
and good; the shops are excellent, many 
them having display goods 
their windows such may seen 
the thriving towns England and some 
which would discredit the 
metropolis itself. 


Dickens Writes Toronto 


“There good stone prison here 
and there are besides handsome church, 
court house and public offices, many 
commodious residences and government 
observatory for noting and recording the 
magnetic variations.” 

the time Dickens wrote this glow- 
ing description Toronto, its popula- 
tion was about 18,420. 

One Toronto’s proudest boasts 
that “city homes,” and cer- 
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tainly there are few cities which greater proportion 
homes are owned their occupants. According 
the latest survey, per cent Toronto’s homes are 
owned individual families. 

One need only short distance from the downtown 
area before encountering neat lawns and flower beds 
fronting small houses that have the well-kept look 
often associated with dwellings “owned and 
those who live within them. 

its downtown section the city has least two build- 
ings which can attach superlatives. One the Royal 
York Hotel, largest the Empire, which the First 
International and 45th Annual NACM Credit Congress 
will held May 19-23. The other the Bank 
merce Building, tallest the Empire. 

The march the years has brought many changes 
Toronto. has played important part the history 
the Dominion. The hospitality and friendliness 
its people are well-known across the border. They salute 
the National Association Credit Men and look forward 
having them their guests during the coming conven- 
tion. 

You may sure the Canadian credit men look with 
expectancy this first International Conference. 
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izations sponsor its adoption among 


truism among credit men that goodwill and 
confidence are prime requisites for successful busi- 
organization, should through word and deed gain 
the respect others. so, must live its 
obligations, fulfill its contracts and avoid becoming em- 
broiled needless controversy and litigation. 

But commercial disputes are often the inevitable by- 
products both large and small busi- 
ness relationships. disagreement 
over contract terms, wrong ship- 
ment, 
and all are the kindlings long and 
expensive court suits. 

Fortunately, there have been busi- 
ness men this country with the 
foresight and acumen develop 
harmonious way settling trade con- 
troversies—a way more soothing 
hasty tempers, less costly burdened 
budgets, more private than formal 
litigation and less likely result 
trade disruption. word, arbitra- 
tion. 

Now the out-of-court settlement 
trade disputes arbitration tribunals 
innovation the credit field. 
The National Association Credit 
Men one the pioneering organ- 


its members. Credit executives have 
been among the most constant en- 
dorsers and users arbitration clauses contracts and 
sales agreements. clauses guarantee disputants 
hearings before impartial arbitrators, meeting 
friendly atmosphere conference room. 

Credit executives have advocated the arbitration meth- 
ods—both for their own concerns and for their customer’s 
consideration—because they know that the arbitration 
clause can dispose heavy litigation expenses. credit 
executive considering the various contingencies, which 
may interfere with the buying firm’s ability meet its 
obligation his own firm, knows that heavy legal costs 
arising out serious dispute—and perhaps 
adverse verdict—can have serious consequences 
for reserve contingent has been 
made the books that would reflected the financial 
statement considered the credit executive. 
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Haight, Past President, M., Director, American Arbitration 
Association, Secretary-Treasurer, International General Electric Co. 


Peace 


Arbitration Offers Fast Settlements Disputed Accounts 


1915 the Chicago Association Credit Men, 
preliminary setting arbitration bureau its 
own, sent Samuel Rosenbaum, member the Bar, 
abroad study the practices and principles commercial 
arbitration England where, the time, the procedure 
was widely used and highly developed. such 
visit would hardly necessary for since Mr. Rosen- 
baum’s visit, the business interests this country have 
created system commercial ar- 
bitration equal any abroad. 

the United States, the settle- 
ment trade disagreements 
bunals business men dates back 
colonial times. When parties agreed 
keep their troubles out court, 
they would apply the local cham- 
bers commerce which, turn 
would appoint “three good men, and 
true” hear and decide the claims. 
interesting note that the 
recent biography Benjamin Frank- 
lin, the author notes that the sage’s 
frequently called upon 
pertinent commentary the high 
caliber men chosen. 

those days the courts looked 
askance commercial arbitration 
usurper their powers. stifle 
its possible spread, the American. 
courts, following the precedents the 
English judiciary, ruled that business 
men who agreed arbitrate could, any time during 
the proceedings and before the award was made, revoke 
the authority the arbitrator. However, despite this 
handicap, arbitration continued used. 

the turn the century, the out-of-court settlement 
trade disputes received its greatest support from trade 
associations and exchanges. groups, partly 
self-protection and partly for the public good, incorporated 
their by-laws regulations which bound members 
arbitrate. 

But 1920 came long-needed change. The com- 
plexity the modern business enterprise had made 
highly litigious people. The courts, unable keep 
with the influx litigation, fell some two three years 
behind their calendars. inadequacy the com- 
mon law reference arbitration became apparent. 
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move remedy the situation, group prom- 
inent business men marshalled their forces and induced 
the New York State legislature pass modern arbitra- 
tion act—one which would make agreements arbitrate 
future disputes legal and irrevocable. Other states soon 
followed the New York precedent and in.1925 came the 
federal law which applied the same principle interstate 
and maritime contracts. 

These successes the legislatures were signal for 
nation-wide mobilization American business support 
arbitration. 1926, small but highly prominent 
group lawyers, business and professional men organized 
the American Arbitration Association. 

The Association only fourteen years old but has long 
since outgrown its adolescence. Its progress has been 
marked and steady. the years, some three 
hundred commercial and industrial organizations have be- 
come affiliated with its activities. the result its 
efforts, millions dollars’ worth commodities are to- 
day protected from the delays, illwill, and high costs 
formal litigation arbitration clauses contracts and 
sales agreements. date thousands cases have been 
submitted for hearing before impartial arbitrators and 
many industrial groups have adopted 
cedure their regular method for settling both inter- 
and intra-trade disputes. 


Used Labor Cases 


1937, when skeptics held that the interests capital 
and labor were irreconcilable, the Association organized 
the Voluntary Industrial Arbitration Tribunal deal 
with controversies between employers and employees. 
short two and half years action, the Tribunal has 
gained the support more than two score AFL and 
CIO unions which have been using arbitration regularly, 
while uncounted others include clauses their contracts 
guarantee quick settlements when disputes arise. 

Arbitration does not sell itself the mere basis 
being goodwill movement. American business men 
are too practical for that. used because, like good 
investment, brings substantial returns. For arbitration 
simple, quick, inexpensive—and private! 

example, let’s consider the case the pie-plate 
controversy which came across going over the records 
the American Arbitration Association. New York 
importer delivered manufacturer, $37,000 worth 
paper board stock made into pie-plates and similar 
products. The manufacturer claimed allowance the 
ground that the stock delivered was greater thickness 
than usual and result, made impossible for him 
run through his machine without costly adjustment. 
also claimed that would have had pack the plates 
larger containers added expense. 


Goods Were Too Good 


Curiously enough, here was complaint where the ma- 
terial was too good instead not good 
stead depending upon judge and jury decide 
technical question, the parties wisely agreed arbitrate 
the matter and signed the Association’s submission agree- 
ment abide the decision the tribunal. Three 
arbitrators were appointed, each expert paper and 
its 

The hearings, conducted informally, were held the 
quiet dignified conference room. The arbitrators, 
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their dual capacities judges and experts, examined 
the samples the paper and decided that the shipment 
was greater thickness than the previous deliveries and 
that while the quality was better, would cause the im. 
porter additional expense use it. Consequently, the 
manufacturer won his case. 

The total time consumed was two hours—the costs, 
about the amount involved (arbitrators, 
ally, serve without compensation), and the case was not 
subjected the glare publicity either the daily 
the trade press. Important too, there was 
trade relations. While the parties rode down the 
elevator, they contracted for another shipment paper, 


Settlement Even Before Hearings 


Credit men often find that disputes can settled 
before hearings are held. When party controversy 
receives demand for arbitration and few days later 
finds his mail list available arbitrators sent him 
the American Arbitration Association, experience has 
shown that business men will come terms their own 
accord instead submitting their grievances tribunals 
made up, perhaps, members their own industry. 

The speed arbitration makes particularly adaptable 
settling disputes involving seasonable merchandise, 
Credit men using arbitration find that 
originating during busy and marketable periods need not 
necessarily doom the products depreciation. 

few years ago, New York importer purchased 
considerable number Baku hats from Chinese manu- 
facturer, through New York agent. The shipment ar- 
rived the height the hat-selling season. Upon de- 
livery, controversy arose over the quality the goods, 
being claimed that they were not according contract 
specifications. The application for arbitration was made 
January 13th and hearing was held January 14th, 
when the arbitrators found part the shipment defective 
and awarded the importer allowance his claim. 
The next day, the goods which were according con- 
tract found their way into market which Baku hats 
were demand. 

There another phase the Association’s work which 
becoming increasingly important these days, view 
our increased interest our neighbors below the Rio 
Grande. Named The Inter-American Commercial Ar- 
bitration Commission, steadfastly clearing the trade 
routes between the Americas business controversies. 
Like its creator, the Commission maintains arbitrators 
key cities who have pledged their time and energy the 
out-of-court settlement trade disputes between business 
men engaged inter-American commerce. It, too, spon- 
sors arbitration clause which automatically keeps con- 
tractual disagreements out the courts. 

However, the work the Commission handicapped 
the inadequacy the Latin-American arbitration laws 
which are somewhat akin our old statutes. step 
towards modernization has already been made. 1938, 
Colombia modernized its arbitration statute. 


1940 Arbitration Year 


effort dramatize the role that arbitration 
plays the maintenance goodwill and peace the 
western hemisphere, the Association and the Commission, 
collaboration with other trade and professional groups, 
are observing 1940 Arbitration Year the Americas. 
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Its aims and purposes can perhaps best described 
recent statement made Mr. Thomas Watson, Chair- 
man both this campaign and the Inter-American 
Commercial Arbitration Commission 

“In this Arbitration Year 1940, plan bring 
the consciousness all the people this hemisphere 
fuller knowledge the achievements the direction 
keeping peace the Western Hemisphere and unite 
their efforts for arbitration all parts the world. 
program designed emphasize the importance 
trade relations. will describe trade 
channels and markets and the ways peace, through 
trade. The work commercial organizations and the 
trade treaties will emphasized, and the im- 
peace the future will shown. 

“The task ahead today not one setting 
arbitration machinery. have that abundance. Our 
task intensive education the knowledge and use 
arbitration. make every business man conscious 
that vital part the great Western peace struc- 
ture; that what does his business relations and how 
does it, may make the difference between good rela- 
tionships and bad understandings. The task carry 
the young business man tomorrow greater sense 
solidarity achieved through economic cooperation, 
and that friendly arbitration offers the best promise 
continued friendly negotiations, whether between nations 
individuals. 


Pan American Union Years Old 


“It seems especially fitting that should dedicate 1940 
arbitration, for the year marks many significant 
events American history. the Pan American Union 
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was founded fifty years ago, April 8-15 will set aside 
observe half-century progress. that observance, 
can all participate. century and quarter ago, 
established bond friendship with Canada which 
remains unbroken today. Forty years ago, little band 
Americans went The Hague and set the Conven- 
tions 1899 and 1907. The Court they established 
stands today the only international institution which 
all belligerent nations still remain members. 

“We hope, 1940, give the world better picture 
than has ever had before what arbitration means 
the development goodwill and peaceful relations.” 


The special campaign committee promote 1940 
Arbitration Year follows: 

American Arbitration Association: James Carson, 
Sylvan Gotshal, Frances Kellor, Wesley Sturges. 

Inter-American Commercial Arbitration Commission: 
Herman Brock, John Glenn, Haight. 

National Assn. Credit Men: Henry Heimann. 

American Management Assn.: Alvin Dodd. 

American Trade Executives Assn.: Earl Constantine. 

National Assn. Purchasing Agents: Thomas 
Jolly. 

General Federation Women’s Clubs: Mrs. Frederic 
Beggs. 

Pan American Women’s Assn.: Miss Francis Grant. 

especially call the attention our readers the 
editorial page this issue Credit and Financial 
Management the application Arbitration the 
Credit field. 
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1939 Was Good Wholesaling Year 


Summary for Months Reported Department Commerce 


Harold Stehman, Division Business Review, Bureau Foreign 


and Domestic Commerce 


again privilege present review the from 1937. 1937 the dollar value sales was 
sales position wholesalers indicated our an- per cent the 1929 peak, dropping off per cent 
nual estimates. The gains recorded during the past 1938, and recovering per cent last year. 
year make the story much more pleasant one than 
that which appeared the pages this journal last 
May. Since the general wholesale price average was about 
estimated that the sales service and limited per cent lower 1939 than 1938, there was mod- 
function wholesalers aggregated $20,700,000,000 1939. erately larger gain the quantity goods sold 
While this increase nearly per cent from the sale than was true the dollar sales. general, farm 
previous year’s total $19,023,000,000 about per products and food products (which constitute large pro- 
cent below the 1937 total. Stated another way, last year’s portion the sales service wholesalers) experienced 
gain cancelled only little more than half the decline somewhat greater than average price declines. The per 
experienced during 1938. cent difference between 1937 and largely 
From the depression low $12,891,000,000 1933, tion the lower prices prevalent the later period; the 
the sales service wholesalers increased steadily until wholesale price index showed larger relative decline for 
1938; that year dollar sales receded about one-seventh this comparative period than the indicated drop the sales 


ESTIMATED SALES OF SERVICS AND LIMITESD-FUNCTIGN weor.esaers)/ By KIND CP BUSIWESS, 1929 To 1939, INCLUSIVZ 


:__Bst. : 3 


:_Bst. Est. : Actual: Actu#l: Actual; Estimatei ; Bat. ; Ect. ; Bst. sActusl: Est. ;Actuml: Est. ; Est. ; Est. 
Service end Limited-Function 


Drugs and Drug Sundries (full 

Dry Goods (full line and 

Groceries and foods (full line 

Plumbing and Heating Equipment 

Tobacco and Its (except 


1/ Service and limited-function wholesalers, formerly designated as wholesalers proper, consists of more or less regular wholesalers in domestic and foreign trade who take 
title to the goods they buy end sell and are largely independent in ownership. This group embraces the following classes: wholesale merchants including jobbers; voluntary 

group wholesalers; converters; exporters; importers; industriel distributors; cash end carry wholesalers; drop shippers or desk jobbers; mail-order or catalog wholesalers; 


retail-cooperative warshouses; and wagon distributors. The definition of each class can be found in Census of Business, Volume I, Wholesale Distribution, Bureau of the 
Census. 


2/ Prior to 1935 Wholesale Census, this group, aside from liquors, was included with "All Other Products" classification. In view of the new classification in 1935, the 1933 


1934 for beer, wines, and liquors were taken from "All Other group and placed the new thus reducing "All Other 
by that amount. 


(Prepared in the Division of Business Review, Burema of Foreign and Domestic Commerce) 
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estimates. 

The upward sales movement which was greatly accel- 
erated during the latter part the year reversed the 
sharp down-swing terminated the final months 1938. 
That the degree improvement increased steadily during 
the year indicated the quarterly figures presented 
the table below. 

During the first and second quarters 1939 the esti- 
mated increases over the corresponding periods 1938 
were approximately $200,000,000 and $300,000,000 re- 
spectively. The third quarter gain was about $500,000,- 
000, while the fourth quarter increase over the last three 
months 1938 estimated have been about $655,- 
000,000. 


1939 Increase 


Estimated Sales from 1938 Price 
(Millions Dollars) Change 
Per 1939 from 

Period 1938 1939 Dollars Cent 1938* 

First Quarter 4,420 4,630 210 438 
Second Quarter 4,660 4,971 311 6.7 
Third 4,924 5,424 500 +10.2 
Fourth Quarter 5,675 656 


20,700 1,677 


*Bureau Labor Statistics, Index Wholesale Prices (all com- 
modities). 


From these figures seen that the moderate advances 
recorded the first part the year gave way wider 
increase the third quarter and the final three-months 
sales ran well over per cent excess the 
final quarter 1938 which was, will re- 
called, period improving business. 

All the individual kind business groups 
for which estimates are presented recorded gains 
1939 over 1938. increases ranged 
from the per cent rise shown for wholesalers 
drugs and drug sundries, grocery and food 
products, and tobacco products, more than 
fifth the case some durable goods lines. 
The more important increases were such 
durable goods fields electrical supplies, metals 
and metal work, lumber and construction ma- 
terials, plumbing and heating equipment, ma- 
chinery, automobiles, and furniture. This was 
have been expected since distributors these 
fields usually experience greater declines during 
recessions and show somewhat greater relative 
gains during recovery periods. 

The moderate increases recorded for food 
and farm products, which make important 
part the total, were large extent the 
result the generally lower prices throughout 
the year. Prices these groups declined 
per cent compared with per cent decline 
for all groups combined. 


Five Trades Beat Figures 


interesting note that five trades ap- 
proximated exceeded their 1929 sales volumes 
last year. Distributors’ sales for amusement and 
sporting goods, drugs and drug sundries, elec- 
trical goods and tobacco products were all with- 
few percentage points the volume re- 
corded during the 1929 peak. 

Sales waste materials dealers rose sharply 
record sales total per cent above those 


NET SALES SERVICE AND LIMITED FUNCTION 
WHOLESALERS KIND BUSINESS 1939 


PERCENT 


for 1929. This sharp gain was undoubtedly the result 
activity the scrap metal field fostered military 
demand abroad. 

While estimates geographic regions were pre- 
pared, monthly sales reports from sample group dis- 
tributors all trades reporting the Bureau the 
Census indicate the extent gain the different areas 
the country. These figures appear each month the 
Business Thermometer section Credit and Financial 
Management and are follows: 


Per Cent Increase 


Region** 1939 over 1938 
6.3 
Middle Atlantic ............... 5.9 
East North Central ............ 8.7 
West North Central ........... 5.8 
South Atlantic 9.4 
East South Central ............ 7.7 
West South Central ............ 5.3 


49) 


CLOTHING 
AND FURNISHINGS 


ELECTRICAL GOODS 


GROCERIES 


FURNITURE ANO 
HOUSE FURNISHINGS 


Boreou of Fareign and Damestic Commerce 
DEPARTMENT OF COMMERCE 
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Credit Congress City 


Industrial and Financial Aspects 


William Sclater, Editor Toronto 


the history North American development 

being written, the city Toronto, Canada, whose 

rising towers loom symbol vigorous and 
thriving people the northern shore Lake Ontario, 
today the industrial metropolis the Dominion. Visitors 
the city for the First International and 45th Annual 
NACM Credit Congress, held Toronto May 
19-23, will find much keen interest, not only the 
beauty the city and its location but its tides com- 
merce and industry, for here one can sense the beat the 
vigorous and vibrant. heart all that truly representa- 
tive Canada. 

The city itself has the greatest net volume and diversity 
manufacturing any city Canada. American 
world-traveler, writing the National Geographic 
Magazine, said: 

“Here the symbol new nation’s power and cul- 
ture. You may set down”, continued, “that Greater 
Toronto has 850,000 people; 2,350 factories, producing 
each year more than $650,000,000 worth goods; that 
has ten miles waterfront, welcomes hundreds con- 
ventions year, besides 2,000,000 visitors its Canadian 
National Exhibition; has the greatest hotel, the highest 
building and the largest department store under the 
Union Jack. 


Toronto Grows Fat 


went on, “Toronto more than that and 
degree the focal point much all fresh thinking and 
industrial planning that goes the Dominion. To- 
ronto gets fat the new North. Its Stock Exchange 
noisy with dealers mining shares. Many palatial 
suburban homes were built with money made North- 
land gold, silver, nickel and copper. 

“You marvel the splendor its department stores. 
They sell goods customers far away the West 
Indies and New Zealand. One operates its own factories 
and its catalogue goes 800,000 addresses every sixty 
days. Shops draw their curtains Sundays; theatres 
close and all Toronto goes church. Yet it’s demo- 
cratic place and any day, Bowles Quick Lunch, you 
may see knights munching doughnut beside taximen. 
Unfaltering Ontario—the heart Canada—a vibrant 
land, versatile and indomitable. That your last thought 
you ride through the river tunnel dug from Canada 
Detroit.” 
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understand something the significance the 
city the economic setup the Dominion must first 
consider its strategic the shores the 
Great Lakes, that section Ontario which juts 
deeply south towards the East-Central area United 
States and 500 miles radius from Toronto would in- 
clude New York, Boston, Chicago and many other lead- 
ing cities. Backed excellent transportation facilities 
road and rail and with $40,000,000 harbor fronting 
the Great Lakes waterway is, despite its distance 
from the sea, the third ranking port Canada and can 
accommodate any vessel sailing the Great Lakes. 


Logical Center 


Its central location exemplified the fact that 51% 
Canada’s buying power located west Toronto 
and 49% the east. Westwards from Toronto are the 
great wheat areas which comprise the prairie provinces 
Manitoba, Saskatchewan and part Alberta. These reach 
the foot the Rockies and beyond them the Pacific 
province British Columbia. the famous 
and picturesque province Quebec and beyond that the 
maritime provinces New Brunswick and Nova Scotia. 

The name Toronto goes far back the history the 
country. Iroquois word, meaning place meet- 
ing” “where the trails meet”, the first mention 
found back 1686 the early French records. 1759 
British Major, Robert Rogers name, made 
significant statement report when wrote: think 
Toronto most convenient place for the establishment 
factory.” For time became the village York, 
the name which the country still known, but 1834 
the city was incorporated and resumed its original name. 

The settlers, predominantly British origin, included 
large proportion Scots and the fusion the English, 
Irish, French and Scots blood has produced the vigorous, 
thriving and hardy race which populates Ontario today 
and this high grade Ontario labor, which Toronto 
has 33%, which has largely contributed its upbuilding. 
From the first was evident that the province had 
future beyond agriculture and lumbering and the steady 
persistence private prospectors and geologists over many 
years was richly rewarded the succeeding discoveries 
silver, cobalt, gold and The Porcupine camp 
was discovered 1909 and the Kirkland Lake field two 
years later. 

Today Canada leads the world the production 
nickel and platinum metals, third gold and copper, 
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and fourth lead and zinc. 1938 Ontario produced 
approximately 50% Canada’s mineral output and the 

Kirkland and Porcupine camps alone produced nearly 
half the total output gold. The results all this are 
seen the vast mining, smelting and refining industry 
Ontario today and the steady flow machinery, manu- 
factured products, foodstuffs and other articles from 
Toronto the great mining interland behind it, for which 
the city the chief source supply. 

When realized that the value Ontario’s mineral 
production excess $220,000,000 year the im- 
portance this industry’s buying power the city 
Toronto more readily appreciable. financial de- 
velopment from this industry has been the advance the 
Toronto Stock Exchange the position the largest 
exchange mining shares the world. Out 1,400 
mining companies Canada more than 50% have their 
head offices Toronto. 

With this background and plentiful supply skilled 
and intelligent labour the city has forged ahead with 
wide diversity manufactures not only for Canadian 
needs but for export. Glancing down the list manu- 
facturers find meat packing ranking first with in- 
vested capital $23,724,204, employing 3,156 employees, 
paying $4,485,923 wages and having gross annual 
value products approximately $50,000,000. Next 
line comes electrical apparatus and supplies, employing 
6,218 employees and having gross value products 
amounting $31,369,554; biscuits, confectionery, cocoa 
etc. third with gross value products $19,300,306. 

The next seven items the list are printing and pub- 
lishing $18,095,800; machinery $16,842,020; clothing, 
factory, women’s $15,490,298; printing and bookbinding 
$15,070,229; bread and other bakery products $14,486,- 
929; clothing factory, men’s $12,572,327; rubber goods 
$12,125,004. Soaps and washing compounds; boxes and 
bags, paper; sheet 
metal products, and 
butter and cheese fol- 
low between the 
nine eleven million 


tion 


purchasing 
power any area 
determined the in- 
come the people 
and Toronto and On- 
are particularly 
fortunate this re- 
The average 
per capita income 
3,752,000 
people $440, the 
highest Canada and 
comparing very favor- 
ably with British Co- 
lumbia’s $402, Que- 
bec’s $302, the Prairie 
Provinces’ $222 and 
the Maritime Prov- 
inces $200. Purchases 
industry show On- 
tario leading with 
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Toronto Boasts Very Attractive Business Area. 
Buildings. The Royal York Hotel—Headquarters for the 45th Annual Credit Congress Right Hand Corner 


total $719,000,000 51% all annual industrial pur- 
chases Canada. Using the Weaver formula find that 
Ontario, with 33% the Dominion’s population, has 
44% the total income, 51% industrial purchases 
and 42% all retail sales Canada, giving buying 
power 48% the total for all Canada. 

further breakdown find that, within radius 
100 miles Toronto concéntrated one-third the 
total buying power the Dominion. interesting fact 
this connection the breakdown parts and materials 
purchased auto manufacturers Canada outside their 
own plants. Ontario gets 96% the total and 
mile circle around Toronto includes 61% that. 

The foregoing paragraphs indicate why Toronto the 
site the head offices five Canada’s ten chartered 
banks. These five banks control $1,431,519,000 worth 
assets and have branches practically every town and 
important village Canada and number foreign 
countries. There are 274 branch banks alone, 
providing excellent facilities. Bank clearings the city 
1937 amounted $6,397,988,000, constituting 34% 
the total for the whole Canada. Bank debits 
individual accounts Toronto for the same year amount- 
$13,226,885,028. 1938 and 1939 these figures 
have been further improved. 


Has Own Public Utilities 


While Toronto served for industrial transportation 
the two great Canadian railway systems—Canadian 
National Railways and Canadian Pacific Railway; 
fleets lake steamships during the open season navi- 
gation from April December; and also elabor- 
ately developed system highway truck transportation, 
the city itself offers one the outstanding example 
successful municipal ownership public service utilities. 
The Toronto Transportation Commission owns 245 miles 
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Toronto Convention Bureau 


The Above Air-View Shows Some the Larger Business 
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track, 926 rail passenger cars, 243 buses and motor 
coaches, rail service cars and motor service vehicles. 
This modern system transportation, with the latest 
type steel cars, completely equipped car houses and shops 
for repair and maintenance, and many miles new 
completely rebuilt tracks, has adequately provided for de- 
preciation and reserves for all operating contingencies, 
and has met all debt charges debenture debt. ‘This 
has been accomplished average fare slightly over 
six cents (with free transfer one the lowest 
the continent for cities over 50,000 population. 
The Toronto hydro-electric system owned the 
city. While does not operate profit-creating or- 
ganization has always been self-supporting and has been 
able show modest surplus after all requirements have 
been taken care of. The rates charged for lighting and 
power are among the lowest North America, the 
average cost the consumer for lighting purposes 
1938 being 1.36 cents per Kilowatt hour and for indus- 
trial power purposes $23.06 per horsepower 1938. 
Distribution energy consumed 1938, measured 
Kilowatt Hours shows Commercial Power 
Residential Lighting 349,000,000; Commercial Lighting 
175,000,000; Street Railway Municipal (in- 
cluding Street Lighting and Waterworks) 77,000,000, 
making total 1,056,000,000 Kilowatt Hours all. 


Airport Front Door 


The city has two airports. The Island Airport, 
located the waterfront within mile the principal 
buildings, comprises 176 acres, has four flightways, 3,000 
feet long and 500 feet wide, with provision for extension 
one runway 4,000 feet and two others 5,000 feet 
conditions require. The same airport has modern 
hanger, seaplane ramp and passenger float. The Malton 
Airport comprises some 700 acres with three flightways, 
3,000 feet long with provision for additional flightways 
9,000 feet long and 1,000 feet wide. equipped with 
modern lighting system, meteorological offices, radio, etc. 
the main Trans-Canada Air Line route between 
Montreal, Toronto, Winnipeg and 
ward and Westward mail and express planes touch daily 
the airport. 

The city also operates the Canadian National Exhibi- 
tion, the world’s largest annual exposition, with attend- 
ance the neighborhood 2,000,000 each year; the 
Municipal Abattoir and Cold Storage; waterworks; 
Island Ferry service the islands the harbour; the 
Housing Commission. The city’s municipal government 
record good and has never had instance removal 
from office for malfeasance connection with its civic 
administration. Between Toronto and the mining north 
the great summer and winter playground area lakes, 
islands and highlands which includes Muskoka, virtual 
tourist paradise and one the reasons why Ontario gets 
66% all auto tourist traffic entering Canada for 
hours less. this tourist 90% visits Toronto 
and the city’s magnificent department stores handling 
furs, woolens, crockery and many other lines appeal 
visitors benefit accordingly. Excellent paved highways 
run from all border points Toronto and the northern 
tourist areas, including Callander, home the Dionne 
Quintuplets. These areas are all within easy driving 
distance the city within the compass single day. 
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Leads Branch Plants 


interesting sidelight Toronto the result the 
studies made the Economic Division the Carnegie 
Foundation 1936 and “Business Week” Septem. 
ber 1939, branch plants American industry located 
Canada. 1913 the share branch plants Canada 
was calculated the Carnegie Foundation follows: 
Toronto 21%, Montreal 12%, Windsor 10%, Niagara 
Frontier 10%, Hamilton 10% and Winnipeg 7%. 
1936 the research showed Toronto 32%, Montreal 13%, 
Windsor 9%, Niagara Frontier, 7%, Hamilton and 
Winnipeg 2%. that period Toronto made gain 
11%, Montreal gained and the others lost from 
5%. 

The “Business Week” survey September 1939 
United States companies establishing expanding 
Canada, during the previous months, who have 
licensed their products the Dominion, showed Toronto 
was the location more than three times many the 
next centre. Summarized results gave Toronto, 
18; Montreal, P.Q., Wallaceburg, Ont., Van- 
couver, Hamilton, Ont. London, Ont., 
Windsor, Ont., 1937, the figures for new plants 
and extensions and additions existing amounted 
426 for all Canada. this total Ontario accounted 
for 70% and the city Toronto for 26% this alone. 

Should the proposed St. Lawrence Seaway project 
through, the benefits Toronto will appreciable. The 
city’s harbour development has been undertaken with this 
possibility mind and already prepared for the influx 
deep-sea shipping trade which would inevitably ensue 
from the opening the Great Lakes seaway. 
would certain amount grain trans-shipment but the 
bulk the business would other commodities and 
manufactured goods. unlikely that passenger 
ships from the Atlantic would use the seaway and pas- 
sengers would disembarked mainly Montreal and 
Quebec present. 


“Mistress Great Lakes” 


these few aspects the financial and industrial life 
Canada’s the Great have said 
little the city’s other attractions its scenic beauty. 
centre Canadian culture and its fame music 
and the arts has spread widely afield. abounds parks, 
tree-lined streets and churches all denominations. 
has more automobiles, wide margin, than any other 
city Canada; more telephones and has often been 
called “the city homes.” 

The visitor from United States will find easy 
access through courteous frontier officials who are glad 
welcome the stranger within Canada’s gates and facili- 
tate their path every possible way. ‘There are re- 
strictions against visitors. Canada, being member 
the British Commonwealth Nations, war but 
visitor would see anything remind him that fact, 
except perhaps the newspapers for the only visible 
evidences are occasional uniformed soldiers. 

Every hotel and restaurant has its instructions pay 
premium ten per cent every dollar and 
money can changed either way freely all banks and 
financial institutions the accepted rate exchange. 
Ten cents advantage every dollar soon adds when 
you come figure your purchases such discount. 


its 


Your Collection Letters 


Ohio State Professor Tells Points Correspondence 


Dr. Felix Held, Professor Business Organization, Ohio State University 


The problem collections general one busi- 
ness and applies wholesale and retail stores, large 
small alike. The methods available collec- 
tion departments and managers for collecting past 
due accounts are many, and indeed some collection man- 
agers avail themselves all known methods. Collecting 
person, through personal representative, the use 
the telegraph, and collecting mail—each method has 
its uses and may apply best given situation. 
department which has complete records and which studies 
each case, will have the advantage wise choice 
methods. But our discussion restricted collections 
mail. This must not interpreted mean that such 
method best, but merely that most business houses 
have occasion use mail some all their delin- 
quent 

Collection letters make only one division corre- 
spondence. And whatever said the need for effec- 
tiveness correspondence applicable collection cor- 
respondence. There are then many general considera- 
tions. collection letter cannot expected succeed 
the letter itself poor. Even well written letters may 
not succeed their objectives, but poorly composed ones 
surely have smaller chance. There are several char- 
acteristics letters which must borne mind the 


writer would secure results; few these may men- 


Appearance Makes Big Score 


surprising how greatly the average citizen af- 
fected appearance. That which looks well, makes 
favorable first impression and hence secures good start. 
This good beginning may marred other negative 
features, but buildings, cities, autos, persons, that are un- 
attractive appearance, are handicapped. appear- 
ance correspondence depends upon the careful selection 
desirable paper, the proper choice letterhead (be- 
fitting all respects the nature the business), the 
careful work the stenographer with respect spacing, 
margins, cleanliness, and the like. letter which radi- 
ates dignity, symmetry and taste hard resist. 
Accuracy cardinal virtue letterwriting. Mis- 
takes are costly, not only because actual misrepresentation 
may the result, when the amount account 
incorrectly stated, but likewise because errors any kind 
are noticeable and create bad impression. The stand- 
ards the firm are reflected the accuracy its cor- 
respondence. If, therefore, the correspondence care- 


less and inaccurate, why may not correspondent con- 
clude that other activities—accounting, production, sales 
methods, are handled the same way? 


Letters Must Organized 


Less evident many, but even greater importance, 
the need for organization. amazing how few let- 
ter dictators give any thought letter planning. Ex- 
cept for the most routine and stereotyped correspondence, 
letter should begun until the composer has fair 
idea the whole content. the letter carry con- 
viction the reader, must planned accordance 
with some orderliness. Confused letters are difficult 
read. simpler and easier the job reading can 
made, the greater the chance that the letter will read. 
And proper organization, sequence continuity 
thought, adds the ease reading. 

Many letters fail because the message, perfectly sound 
itself, does not apply the person addressed. Our 
correspondents differ greatly among themselves 
standards, classes, purchasing paying power, personal 
characteristics, wants, needs—that each can properly 
appealed to, only the writer letter familiar with 
and constantly conscious these varying elements. The 
letter must directed accurately toward 
claimant, delinquent—even golf ball, rifle bullet 
arrow aimed the green the target. Applicability 
correspondent sadly lacking business corre- 
spondence. 

Such are few the factors considered cor- 
respondence. letter can considered satisfactory 
capable major success these are neglected. And 
type correspondence this more true than 
that employed credit and collections. Furthermore, 
since the activity this department necessarily brings 
issues which the two parties concerned may dis- 
agree and from which misunderstandings may easily arise, 
extreme tact and diplomacy become essential. Indeed, 
one the chief reasons why correspondence resorted 
collections, when more direct methods would 
available and even economical, the fact that delicate 
situations are often more successfully carried letter 
than person. 


Form Letters Must Apply Case 


Most retail establishments which collect their accounts 
mail use what are commonly called form letters, be- 
cause the accounts are many and the amounts often 
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small. But with wholesalers there considerable 
difference practice this point. Some use only in- 
dividually dictated collection letters, with the argument 
that two cases delinquency are exactly alike. The 
rest (of those who collect mail) make use form 
letters, the ground that causes for delinquency are 
relatively few and fall into well defined classes. the 
latter case, the matter applicability becomes promi- 
nent. The question must answered, “How can the 
collection manager assure himself that the form letters 
writes will apply the individual cases his de- 

their efforts secure payment from delinquents, 
collecting departments depend primarily upon two prin- 
ciples: cumulative effect repetition and variety ap- 
peal. The former implies that statement sent 
often enough given delinquent, ultimate payment 
will forthcoming. But since given appeal, indefi- 
nitely repeated, may readily engender disgust in- 
terest, customary vary the appeal. clear 
that some delinquents are susceptible one approach 
and some another. well remember (and this 
should self-evident) that appeals succeeding letters 
series should built with increasing severity. 
this way, those who are more easily influenced pay, 
never receive letters with stronger appeals. 

One final bit philosophy may order. 
mistake assume that for delinquent pay bill 
his disadvantage and the advantage the seller 
only. Too many collection letters leave this impression. 
matter fact, every legitimate business transaction 
mutual benefit both parties. And collections 
are exception. Prompt paying clears the buyer fu- 
ture trouble; accumulation unpaid bills adds his 
later difficulties. All collection efforts should therefore 
emphasize the cooperative feature the credit and col- 
lection relationship. 


What Credit Men Say 


have consulted with the Credit and Collection De- 
partments many businesses and types business, and 
invariably ask this question: “In your collections 
mail, you use personal and individual letters, form 
letters?” answers have been almost equally divided 
these two classes: The one group responds with this 
statement, find that the cases our delinquent 
customers are different that requires personal let- 
ter bring the best results,” the other group responds 
just naturally, “Our delinquents fall into number 
different groups and use form letters applicable 
these groups.” investigation would clearly in- 
dicate that collection managers are means agree- 
ment the method for collection mail. 

Beginning with the most expensive, both time 
and money, one would say that collection depart- 
ment studies the credit history each individual case 
and, attempting collection, dictates individual let- 
ter fit each case, the management may pretty well 
assured that the appeal will applicable the de- 
linquent. 

this treatment (as generally conceded) involves 
too much expense and time, possible secure rea- 
sonable applicability grouping the delinquents accord- 
ing causes delinquency, such unemployment, ill- 


Credit and Financial 


ness, inability pay, negligence, dishonesty, and then 
writing collection letters not fit each individual but 
rather fit the individuals each group. the group- 
ings are sound and the letters are applicable the group, 
the result should less satisfactory than Case 


Too Much Routine 


Groupings may made according credit ratings 
—that is, the division charge account customers into 
groups based upon information received when the account 
was opened. such instances again, collection letters 
may written each one applicable its particular group 
—high-grade, medium-grade and 
count customers. The greatest difficulty this plan lies 
the fact that credit departments frequently allow their 
customers remain the classification originally granted, 
and not follow them with re-classification through 
their succeeding behavior stages. This is, course, en- 
tirely unsound and unscientific, but all too often the 
case. 

There are those collection departments which use 
the same series collection letters for all delinquents, 
irrespective any group classifications, and this practice 
not undesirable nor inconsistent may appear 
first sight, provided the appeals the sets letters are 
properly arranged. Collection appeals are many and 
varied and not have the same origin nor the same 
purpose what ordinarily call appeals.” 
collection department, which tries make the appeals 
its collection apply each individual delin- 
quent, sets carefully prepared set collection letters 
with series properly graduated appeals, the results 
should satisfactory any other case. The proc- 
ess involved that selection, more properly, 
elimination. evident all you that the list 
charge-account customers there are many who merely 
wait for the monthly statements and pay their bills quite 
promptly without the need for any collection effort the 
part the selling organizations. The itemized state- 
ment, and alone, therefore, eliminates from the list 
large per cent the total. 


Statements Bring Certain Response 


The next printed statement the first letter (depend- 
ing upon the length and nature the collection series 
the organization) will again bring certain portion 
the amount due and thus eliminate from the total list 
number delinquents. Those who pay this time 
have been barely delinquent and have needed great 
persuasion pay their bills. From this point the 
collection appeals should carefully chosen order 
that their force may increase gradually and definitely. 
Each succeeding letter convinces converts some the 
delinquents, and thus, when the collection series ap- 
proaching its close, relatively small number delin- 
quents are left, and hence the more urgent and drastic 
appeals are never received the less culpable delinquents. 

happy combination may made between this last- 
mentioned method collection elimination and the 
natural groupings based either upon causes for delin- 
quency upon credit rating. Under such plan, the 
series collection letters the same for all delinquents, 
and differentiation between them made varying the 


date sending successive letters. 
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Jim’s Making the Furniture 


and He’s 


pioneer days crude furniture would because 
had to. Fine pieces were for the wealthy. fine bed 
was heirloom mentioned the will. The mod- 
ern mattress and springs were unheard of. The feather- 
bed was the last word sleeping luxury. 


Now take good and inexpensive furniture for 
granted. Bride and groom move into even very mod- 
est house complete every detail. Modern manufac- 
turing based volume production, national adver- 
tising and planned retail distribution makes every 
householder the potential owner beautiful, com- 
fortable and useful furniture. 


The retail furniture dealer serves buyer, guide and 
counsellor his territory. Bride and experienced 
housewife alike turn the retail store for wide 
selection, honest quality and dependable service. 


When the experienced retail furniture dealer needs in- 
surance any type does not just say, worth 
insurance, Because realizes the necessary 
part played on-the-spot service modern distribu- 


Busy Now 


tion, asks for and gets the advice and full services 
capable purchasing agent the complex insurance 
field, like himself expert middleman. worries 
about uncovered risks that might wreck business. 


Because believe thoroughly the services 
expert middleman, whether retail furniture dealer, 
insurance agent broker, refuse accept business 
direct because not the interest the Company 
the assured so. When you buy National Surety 
Fidelity Bonds, Surety Bonds, Burglary Forgery 
Insurance through your local insurance agent 
broker, you deal with customer and friend who 
fellow member and supporter the American Busi- 
ness System. 


insurance company directed the retail furniture 
dealer your city. 


NATIONAL SURETY CORPORATION 


VINCENT CULLEN, President 


When writing advertisers please mention Credit Financial Management 
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His Selling Job Many Respects 


McDermand, Credit Manager, Crete Mills, Crete, Neb. 


would like consider the subject primarily from 
the standpoint that credit itself service second 
none and endeavor emphasize the selling 
credit pertains sales. discussing credit 
executive’s duties and opportunities might well re- 
view limited way what credit means business. 
find described one authority credit subjects 
the power obtain goods services the promise 
future payment, which has become the very lifeblood 
business. Credit the basis from 75% 
all retail business and probably close 95% indus- 
trial and wholesale transactions. influences not only 
the economic status individuals, firms and corporations, 
but also the destinies nations. Credit comes close 
being the warp and woof the financial fabric the 
world. 

The major duties the credit executive are guide 
and direct the flow credit sales through his depart- 
ment, ascertain beyond reasonable doubt that payment 
will forthcoming due date and provide ways and 
means making the collections. many firms large 
percent daily routine can assigned assistant 
thus allowing the credit executive more time for atten- 
tion new accounts and delinquent customers 
shall try justify time sell the new custom- 
ers and re-sell the delinquent ones. From here the 
road service travelled the credit executive broadens 
for takes years experience will see many 
opportunities extend helping hand which will ulti- 
mately benefit his company both more sales and im- 
proved collections. 


What Mr. Average Customer? 


Let give our attention that class accounts that 
will visualize being somewhat above the low water 
line credit classification those customers you have 
good reason believe have the character, capacity and 
capital, even though not always the ideal proportions, 
yet within the qualifications you have set more 
less standard. This type class customer 
will dub, Mr. Average Customer, and with this 
gentleman that shall cast our lot for the present. 

There some doubt mind the advisability 
attempting more than keep the “below the water 
line” type customer collected limited terms, put 
C.O.D. thrown the wolves, the being our 
competitors, course. Since this last type account 
does not adapt itself readily the program have un- 


Credit and Financial 


der consideration, are going overlook for the time 
being, least. have mentioned some the more 
important duties the credit executive and will endeavor 
present few the duties and opportunities the 
field selling the service. would list selling duty 
number one the selling yourself and your department 
your firm’s salesmanager, his assistants and the salesmen. 
After you have won over the co-operation the sales- 
manager you will have least half the battle won 
enlisting the support and co-operation the next subject 
the campaign, the salesmen. 

When you have accomplished this highly important 
task, and task will admit, but one which well 
worth all the effort takes and which will materially 
simplified when once you have the salesmanager your 
side, you will have substantial number personal con- 
tact men who will rally the cause way that will 
surprise you many times when once you have them thor- 
oughly sold the idea that you are for them and that 
your efforts are definitely going help them the long 
pull. salesman has been touch with his accounts 
usually from the very beginning trade relations with 
your company and capable doing good job 
collecting, getting terms adjusted and coaching Mr. Aver- 
age Customer improve his paying habits 
selling merchandise. believe the greater majority 
salesmen are pretty well equipped present almost any 
kind program you may want passed the customer. 


Salesmen Are Resourceful 


When out with salesman the territory 
myself and meet the varied types men who make 
the group accounts our company sells and realize the 
many obstacles each salesman must overcome selling mer- 
chandise them year and year out (such quality 
complaints, competitors lower prices, more better pre- 
miums, hard boiled long letters from the office about 
nothing particular tough letters. from the credit 
department) marvel the salesman’s resourcefulness, 
for all this sales resistance generally gets ironed 
out satisfactorily and comes smiling with another 
order. 

seems me, credit men often grossly under- 
rate the salesman’s ability and are standing our own 
light when cannot or, least, not make full use 
these front rank representatives. gets practically 
thrown out right back there again the next trip 
nothing had ever happened taking all with 
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smile and shrug his shoulders and keeps taking 
cut the ball. 

not attempting eulogize the salesman but 
know practice for credit men give the 
impression, they not come right out and say so, that 
was not that salesmen were more less neces- 
sity around merchandising concern, they the credit 
men, would like them best when said salesman was 
his vacation. not always necessary that the salesman 
understands the logic and financial importance the credit 
program—and think too much technical detail often 
best avoided—but when armed with definite “job 
done” and has idea what kind hide 
supposed come back with, will usually out and 
get it. 

is, course, opportunist 
and generally knows how make the 
most out any situation finds 
himself mixed in. would con- 
sider very important cultivate 
his friendship thoroughly, for when 
you succeed getting him sold 
the idea that you are with him 
will surprise you many times going 
out disagreeable job for you that 
you have little hopes getting 
straightened out and 
stomach for, and, coming home with 
the bacon and order. 

have found the task selling the 
salesmen not too difficult, and believe 
safe saying the majority 
our sales organization credit con- 
scious favorable degree. Some, 
course, more than others, depend- 
ing lot, think, ability and 
opportunities for keeping close 
personal touch with them. The field 
for spreading the gospel good credit 
and collections great right 
your sales organization among 
your customers. 

For one reason more nearly 
within your reach and when situa- 
tion demands you can insistent, 
whereas, the case customer you did not strike 


responsive chord you would have retreat and start 


the campaign all over again. Then, too, without the 
full co-operation the salesman may working 
cross purposes with you and your patient, Mr. Average 
Customer. believe, therefore, that until such time 
you have good reason feel that the credit situation 
between the sales and credit departments pretty well 
ironed out, too much hope should not entertained 
towards educating the customer your views. 


Many Side-Trips Needed 


However, after that first milestone credit manage- 
ment successfully passed, many trips into the side lanes 
and byways credit department and customer relation- 
ship will found practical, some which will present 
themselves and others uncovered your investigations. 
Some dire necessity, others more less general 
routine all which can interesting even though some- 
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what disappointing and often quite disagreeable. The 
personal call the credit executive probably the ideal 
situation which you can develope goodwill for your 
company along lines special service and the credit ex- 
ecutive whose program includes frequent opportunities 
visit Customers has advantage that majority 


probably are deprived of. have found that most our 
customers that would class Mr. Average Customer, 
with whom have had opportunity get acquainted, 
like talk over matters pertaining credit, accounting, 
taxes and financial subjects and not often get op- 
portunity discuss them with anyone who could 
would give them new slant things. 

Since our credit department set-up such that the 
credit manager cannot take the time the cus- 
tomer’s place business only occa- 
sionally, have found necessary 
depend the salesman and when this 
cannot arranged, our old friend 
the letter. believe letter when 
carefully and properly written can 
the job and also feel sure letters 
from the credit department stand 
good not little better chance 
being thoroughly read than from the 
sales department. These letters have 
the advantage not being sales 
propaganda release, heavily coated 
with sugared phrases and while not 
always salted well with wisdom, 
nevertheless, not too frequent event. 
There are many occasions for direct- 
ing letters customers other than 
collection letters the remit” 
variety, and too often overlooked, 
think. 

For instance, acknowledgment 
remittances, advice errors re- 
mittances, commending Mr. Average 
Customer his record for prompt 
payments; commenting the receipt 
especially good credit report 
containing late statement congratu- 
lations harm and should 
order the statement indicates 
certain definite progress has been made, and last but not 
least means—letters former customers who 
been coaxed away from your firm, reminding them that 
you miss their good account; these and, course, any 
others will sell good will for your company. you 
not dislike writing letters sure you will get feeling 
enjoyment out sandwiching such letters between 
the regular collection letters saving them until the 
end the day and this way wind your day’s corres- 
pondence with these builder-uppers.” 

Since first admitted that the credit program that 
comes under supervision includes considerable de- 
pendence salesmen and then when that cannot ar- 
ranged does not get the desired results fall back 
the written letter can, with idea making this 
paper letter writing, best illustrate submitting what 
consider few letters that fall with the class referred 
“goodwill-builder-uppers.” Borrowing from the 
song writers like keep the following phrase mind 
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developing credit department letter: “If it’s true what 
they say about credit men, don’t put your heart into your 
letters, put intelligent understanding human nature.” 


The Human Touch Letters 


Letter No. 1—(In reality collection letter but con- 


taining enough personal slant lend variety nothing 
more) 


“Dear Mr. Standoffer: 

“We have been advised our Blank City manager 
that plans are underway for re-establishing the Grandi- 
osa Cafe, bigger and better than was before. be- 
lieve stated was your expectation have the fin- 
est cafe west the Mississippi river. hope your 
plans will materialize, and quite confident 
your ability carry out such plan. 

“Our manager did not succeed collecting for the 
invoice December 16th, $37.00, and stated that 
you not expect pay any the bills for some 
little time. feel, however, view the fact 
that the insurance has been adjusted that you should 
send check for the outstanding invoice full. 
are enclosing statement. 

“Cordially yours,” 


copy this letter was mailed our manager 
the said city who called the gentleman again three 
days and secured check. This letter entirely devoid 
merchandise sales propaganda but does, think, carry 
very definite message this customer that has 
obligation fulfill and one which understood and 
abandoned his original plan. had opportunity 
ask our Blank City manager, whose account this was just 
day two after, just how felt about and said, 
“That was O.K., was glad get collected and 
sure can get his business when gets going again.” 


Letters Sometimes Educational 


The next letter was response one received from 
customer who class business that experiences 
regular seasonal slump, but from whom word had 
been received even several statements, letters and after 
draft finally was drawn. The letter, when finally 
came, stated only that they had not been able make 
remittance the slowness business and that they 
didn’t like write and make excuses. educational 
part letter, consider, the second paragraph 
wherein impress them with the importance 
keeping touch with payment cannot made when 
due. 

“Mrs. John Dough, 

“River Side Bakery, 

“Riverside, Nebraska. 

“This will acknowledge your letter the 24th and 
thank you for writing and explaining the cause 
for the delay payment the November invoice. 
not believe that you should hesitate explain 
situation such exists your business not 
what would call ‘making excuses.’ 

would not know, course, unless heard 
from you what might causing the delay, and while 
think good business for make our collections 
promptly and also for you pay that way, recog- 
nize the times when exceptions can made. 


Credit and Financial Management 


hope that business will begin open 
little and that you will ready order our flour 
the next two three weeks. 

“Cordially yours,” 


Greeting Old Customer 


The following letter consider appropriate address 
one time customer who had not been buying for 


eral years and who began buying again our pleasure, 
course: 


“Mr. Clifford c., 

“Banner, Nebraska. 

“Dear Mr. 

very pleased note that you have secured 
supply our Coronet Flour from our stock Lin. 
coln, and feel sure that you will pleased with 
this purchase. doubt this flour moving out 
your regular trade, but presume due the severe 
weather during the past two three weeks may 
not have moved out rapidly you had expected, 

especially pleased note checking the 
commercial agency record that you have made very 
material progress since 1936 when first had the 
pleasure supplying you with our feel 
that you are entitled congratulated, especially 
this time for the reason that the past four five years 
have been difficult ones for every line business. You 
have undoubtedly established your store well with the 
trade that community and that together with hard 
work and good management has made this progress 


“Cordially yours” 


This letter was mailed the time would have sent 
the first statement but for obvious reasons deemed 
best not too much hurry call for pay- 
ment. However, check was mailed upon receipt the 
letter, perhaps contained collection appeal. 

true, and believe can all agree, not all 
our customers who need help would welcome accept 
and few would resent any attempts you might 
make advise them assist them but far greater 
number will welcome and profit it, the task pre- 
sents itself for your and solution. First, locate 
the customer who can and will benefit; second, diag- 
nose the ailment without hurting his pride; 
administer the remedy. This will undoubtedly pay divid- 
ends better customer relations with your company, with 
the resultant improvement sales and collections, but 
will require undetermined investment time and in- 
telligent effort and lot hard work. not assum- 
ing that the most you are not engaging these special 
credit department services, some quite extensively and 
others limited way depending great deal the 
kind business you are associated with, but all prob- 
ability much more than am. 


Ist International and 45th NACM 
CREDIT CONGRESS 
Royal York Hotel—Toronto—May 
Forward!—with the Favorable Forties! 
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Industries 


Are Gather 


Convention 


Thirty major have 
already scheduled meetings 

Toronto conjunction with the 

Forty-Fifth Annual and the first 
International Credit Congress the 
National Association Credit Men. 
Really, this means that representatives 
from approximately twice that num- 
ber individual Industries will meet 
together and exchange ideas prob- 
lems mutual interest. Experience 
has proved that consolidation allied 
lines cover broader field makes for 
and more interesting 
discussions. 

Two full afternoons, Tuesday and 
Wednesday, May and will 
devoted Industry Meetings. Pro- 
grams are well under way. Outstand- 
ing speakers are being secured who 
will present subjects vital import- 
ance Credit Executives 
every-day work. year the ses- 
sions will especially interesting since 
our good Canadian friends will 
active participants. Members the 
Canadian Credit Men’s Trust Asso- 
ciation, Ltd., will attendance 
each meeting and one more Cana- 
dian speakers will appear every 
program. 

Toronto and Royal York Hotel are 
ideally equipped act your host. 
There will splendid hotel accom- 
modations with very suitable private 
conference rooms for the exclusive use 
Industry Meetings. 

Plan now Toronto May 
and particularly attend the meetings 
your Industry. You will most 

Following list the Industry 
Meetings scheduled and the Chair- 
men the various Committees. 
meeting has not already been arranged 
for your Industry and enough your 
line Toronto make worth- 
while, arrangements will gladly 
made there for you get together for 
impromptu program. 
ADVERTISING MEDIA 

Chairman—H. Pugsley, Cleve- 

land Press, Cleveland, Ohio 

AUTOMOTIVE PETROLEUM 
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Chairman—M. Fields, Central 

Rubbet Supply Co., Indianapolis, 


Copyright 1940, American Credit Indemnity Co.of 
While you are making the proverbial call,” ten changes 
credit rating have occurred. six months’ record national credit report- 
ing institution shows approximately 225,000 changes rating. the basis 
40-hour working week, this means more than 3.6 changes per minute. 


These inevitable changes are one the greatest hazards credit granting. 
Who can guess what any status will when his account becomes due? 


American Credit Insurance 


removes the hazard—and the fear—of the future. backs the Credit 
cool judgment with cold cash when debtors default goods 
shipped under the terms the policy. 


Astute Credit Executives use every facility available for passing credits. 
Why not employ the one your disposal for guaranteeing payment for 
merchandise, reimbursing you credit losses, liquidating past-due accounts? 
Investigate American Credit Insurance. 


American Credit Indemnity Co. New York 
President Chamber Commerce Bidg., St.Louis, Mo. 
Offices all principal cities United States and Canada 


GET THIS 
FREE BOOK Best Collection Letter Ever Used” 


Facsimiles thirty vital, resultful letters contributed Manufacturers 
and Jobbers. Cash their experience. Ask for free book: “The 
Best Collection Letter Ever Used.” 
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oints Check When Selecting 
Fire Insurance Company 


Interview with Dauwalter, Assistant General Manager, 
National Board Fire Underwriters, New York 


Staff Representative Credit and Financial Management 


That credit and financial officers are becoming more 
and more conscious the importance adequate 
insurance coverage both for their own companies and 
protection for their customers indicated the 
kind questions subjects pertaining insurance 
received the national offices the National Association 
Credit Men. Just few days ago one our mem- 
bers, who has taken study insurance applies 
credit department operations, sent the following 


National Association Credit Men 
One Park Avenue 
New York, 


Gentlemen: 


Will you explain how person can de- 
termine the company from which has obtained 
insurance policy worthy the confidence 
placed it. see it, insurance policy 
contract and what want know how can 
tell the company back the contract will live 
its part the contract. 

making decision far, have made some- 
thing more than casual study the financial state- 
ments issued the different insurance companies 
which have written policies for our concern. Could 
you give formula follow yardstick for 
measuring the dependability these insurance com- 
panies shown their statements. 


Sincerely yours, 


took copy the above letter without the name 
the company the signature Dauwalter, 
Assistant General Manager the National Board 
Fire Underwriters and asked him provide the answer. 

Mr. Dauwalter responded: member certainly 
the right track because selecting insurance carrier 
exactly like investigating customer finding about 
source supply. Your National Association has very 
aptly set down your Canon Ethics that the primary 
basis for judging credit ‘Character.’ This same 
formula certainly applies when judging 
company.” 

Mr. Dauwalter was asked explain further the ap- 
plication this formula the selection the insurance 
carrier. 


“The business history any company whether the 
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industrial insurance field will disclose traits char- 
acter which are quickly recognized the basis its 
growth. 

“For example, with insurance company, its history 
will disclose its record meeting the tests which have 
been imposed upon conflagrations, depressions, 
other catastrophes. has been confronted with losses 
substantial proportions which have tested resources 
and has met its obligations honorably and promptly under 
these extreme conditions, think you can safely set 
down that its character has been established.” 

Mr. Dauwalter was queried what relative im- 
portance placed this matter Character. 

“Character just important the insurance field 
credit appraisals the industrial and whole- 
sale field. think the elder Morgan was credited 
with saying, ‘Without character man could not bor- 
row red cent from company even had valuable 
assets offer security.’ 
placed first the credit formula your Association. 

“There are other considerations check when de- 
ciding the fire insurance companies with which place 
Mr. Dauwalter said. 

“In addition the intangible but important factor 
Character there are elements more concrete nature 
which should studied measuring the ability fire 
insurance company meet its obligations. 

“Tt erroneous consider solely company’s total 
resources, its Policyholders’ Surplus, both, that con- 
nection. sound banking institution lends money 
customer upon statement his resources alone. 
requires complete statement both his resources and 
his liabilities and its judgment deciding either make 
deny the loan based upon careful consideration 
both. Similarly, selection fire insurance com- 
pany based upon statement net resources net 
surplus alone, judgment apt err. arrive 
sound conclusion, net resources should considered only 
relation company’s liabilities, both real and 
tential. 

“The real current liabilities fire insurance com- 
pany ordinarily are comparatively small importance. 
They consist reserves for reported losses which may 
accepted almost every case being conservative 
because payment such losses will ordinarily made 
the course sixty days. addition, there are re- 
serves for taxes and other miscellaneous items which may 
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accepted their face value. 

addition reserves for losses, 
taxes and similar miscellaneous items, 
the largest single item which appears 
liability the balance sheet 
the average fire insurance company 
the reserve for unearned premiums. 
This reserve should represent the un- 
earned portion the full premium col- 
lected policies which has issued 
computed pro rata for their unexpired 
term. established for the pur- 
pose enabling the company return 
the full unearned portion premiums 
paid policyholders the event 
their policies should cancelled 
enable purchase reinsurance 
other equally responsible companies 
should wish for any reason. 

“Unearned Premium Reserve not 
current liability. only con- 
tingent liability that subject 
the action policyholders request- 
ing the cancellation their policies. 
the very nature its business, sol- 
vent ‘going’ fire insurance company 
would decided retire all its out- 
standing policies one time thus con- 
verting its contingent liability for the 
payment return premiums into cur- 
rent liability unless compelled 
circumstances which would force 
into involuntary liquidation. in- 
voluntary liquidation, however, the 
Unearned Premium Reserve not 
trust fund. becomes part the 
common funds the company upon 
which all claimants (whether for losses 
for unearned premiums) have 
common claim. From the point 
view the policyholder, therefore, 
Unearned Premium Reserve should 
considered reservoir funds 
which may drawn upon some 
future time for the protection any 
which may have against the 
company. fund held for the 
protection policyholders. 

review the balance sheet pub- 
lished fire insurance company of- 
fers way determining the possible 
extent its potential liability. This 
can measured only the volume 
business which transacts. 
assume that company 
writing $2,000,000 premiums an- 
nually has exposed itself potential 
risk and potential future demands 
upon its resources which are twice 
those confronting company 
writing annual premiums only half 
that amount. 

“This exposure risk, this potential 
demand which may (Cont’d 45) 


But Only Because One 


always been healthy—never had accident 
life,” you said. But came back you— 
“What would your family you were laid 
for long time?” convinced you the 
end. Today you’re recovering slowly—but you’re 
still thanking him for his perseverance, and 
for the regular check which comes from the 


throughout the country. He’s touch with 
countless business and personal insurance prob- 
lems. It’s his job help you. Look him the 
phone book, and give him call, today. 


your Agent Broker you would 
your Doctor Lawyer” 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 


HOME OFFICES: BALTIMORE 
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Toronto Welcomes Credit Women 


Some Many Offerings Side” 


Phyllis Griffiths, Editorial Staff, Toronto Evening Telegram 


the 45th annual Credit Congress the National As- 

sociation Credit Men, which includes, figures 

coming your convention city are correct, 1200 
credit women executives organized some credit clubs. 
And course many the credit men will bringing 
their wives along. 

the ladies that this article particularly ad- 
dressed, but recounting them (as one woman 
another) what they are likely find and near Toronto 
special interest them, the writer may—probably will 
—touch few things that will hit the spot with male 
visitors too. 

The men can skip this first bit though, for it’s about 
shops. Shopping makes strong men turn pale, even 
Toronto, which renowned for its shops. Your 1940 
convention city, Credit Ladies, has two the largest 
and finest departmental stores the continent—Eaton’s 
and Simpson’s. adjoining blocks the heart down- 
town Toronto, they are famed for the variety, quality 
and exclusiveness their stock. They are the last word 
lighting and lay-out, and are well worth inspecting 
even you don’t intend back with purchases the 
value $100, permitted under the customs regula- 
tions. 


City Noted for Shops 


Toronto also has large number smaller shops, 
specialists their Yonge and Bloor streets, 
particular, are lined with shops which offer the best 
the five things which American visitors find most alluring 
here—furs, linens, woolens, china, silver. 

wondering the war has interfered with 
our imports from Britain and other countries Europe. 
Barring the belligerents the opposing side, the answer 
that far the Toronto shops have received shipments 
ordered goods safely. Some have been delayed (giving 
the benefit sales as, for instance, when tins 
choice English biscuits which are popular Christmas buys 
arrived too late for Yuletide buying.). But they get here, 
better late than never. 


May Purchase $100 Worth 


for those customs regulations: have trouble 
taking your $100 worth purchases back with you un- 
less you’ve had the same privilege within days your 
convention trip. And you’re not limited anything ex- 
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cept liquor. There’s four-quart maximum it! 

Now your Congress dates are May 23, 
they? 

Well, that will get you Toronto lovely spring 
weather. The daffodils will give you bright yellow nods 
greeting, and the grass will green and the trees 
leaf, and the temperature will just right for comfort, 
won’t unbearably hot, but probably warm enough 
for you coatless until night sets in. The King 
and Queen were visiting Toronto last May 20, and Her 
wore light silk dress with just fur about 
her neck, and the wife Toronto’s mayor was all 
white. 

all means have couple summer dresses 
your bag, with light coat that you can slip it’s 
cooler than expected. And suit would right handy 
have along, especially the fashion experts have made 
this suit year. 

Speaking trees and grass (which were couple 
paragraphs ago): Toronto has wonderful shade trees 
its residential districts, and beautiful parks. You will 
want drive through the city and its suburbs (one 
which millionaire’s rendezvous, Forest Hill Village), 
and then you will realize why Toronto often called 
the “City Homes”. Its other slogan names, the 
way, are “City Churches”, because has scores 
large, impressive churches well many smaller ones, 
and “Queen City”, because is, enthroned 
the shore Lake Ontario. 


High Park Worth Seeing 


the parks, nowhere else will you see the like 
High Park, located the west section the city and 
comprising miles roads and bridle paths natural 
ting. High Park are picnic grounds and sports fields; 
many rare animals which roam (behind high barred 
fences) hillsides; large ponds which big: flocks 
ducks and other water fowl are kept; flower gardens 
that will just coming spring life when your Credit 
Congress meets here. 

you drive about Toronto—and there are conducted 
bus trips—you will find many places where you can stop 
and have tea pretty surroundings; overlooking the lake, 
for instance, old mill the Humber River 
which near High Park. 

When comes getting around the city, the way, 
American visitors invariably fall hard for our big red 
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street They say, and in- 
clined agree with them, that Toronto 


street cars are the cleanest and fastest 


any large city either side the 


One thing can promise 


you ladies the Credit Congress: 


Toronto street operators are spe- 


trained see that strangers get 


places for which they’re headed. 
You'll find plenty taxis (all 


meter rates) you want them; but 


youre “on budget”, 
trolley fare will get you anywhere eas- 


ily and quickly. 


Toronto’s Helpful 


And course, you want know 


anything, you can always ask police- 


man. men blue aren’t the 
barking, beefing, disagreeable kind. 
They even are apt murmur “Sorry!” 
you come out when they’re putting 
parking ticket your car. the 
subject parking tickets: those you 
who drive over, and presumably lot 
the Credit Ladies chauffeur their 
own cars, will find considerable leeway 
given autos with 
Courtesy the guest, you know. 
Sight-seeing Toronto, you’ll want 
make point visiting Casa Loma, 
wonder castle stone and granite 
hill dominating the city. 
Loma” Spanish for the 
Hill”. This castle was erected the 
late Sir Henry Pellatt, then wealthy 
stock broker, the three years 1911, 
1912 and 1913. The turreted mansion 
cost $1,700,000—and building costs 
then were much lower than they are 
today. Sir Henry lived there till 1923. 
Ten years later, with his fortune gone, 
Casa Loma was purchased the city 
Toronto tax sale for $27,305. 
You the Credit Congress can 
stroll through paying cents 
the door the West Toronto Kiwanis 
Club, which hit the idea raising 
money for charitable work throw- 
ing Casa Loma open the public. 
You will see baronial hall 
feet. The dining room, feet, 
could seat 100 guests. the baronial 
hall fireplace wide enough for the 
roasting whole. One bed- 
feet. There are bathrooms and 
open fireplaces. bronze and 
glass doors are said have cost 
$14,000 apiece. the unfinished base- 
ment are planned bowling alleys, shoot- 
ing gallery, swimming tank and 


Turkish baths! 


Yes, you will want see Casa 
Loma. Lucky your Congress doesn’t 
come few days earlier, for the castle 
isn’t “on view” during the winter 
months and the Kiwanians aren’t re- 
opening the public until the mid- 
dle May. But the writer has their 
word for that will ready for 
your startled view! 


Mary Pickford’s Home 


Another and very different building 
which some your Crediters may 
interested gazing upon the hum- 
ble little house University avenue 


which was the birthplace Gladys 
Smith. Never heard her? Well, 
Gladys Smith the right name 
Mary Pickford, otherwise Mrs. Buddy 
Rogers. 

Toronto’s university buildings, close 
the Gladys Smith homestead, are 
also well worth look. special note 
Hart House, magnificent grey 
stone building which the recreational 
headquarters the University 
Toronto men students. (The King 
and Queen had lunch there their 
1939 visit, and the Duke Windsor, 
then Prince Wales, played squash 


Dangerous Lady 


Innocently enough, she may the cause serious injury some 
member the public who may stumble over her. 


this happens, the property owner tenant may subject 
damage suit resulting from liability for injuries incurred his 


premises. 


The careful financial man not only guards his own home against such 
losses but also makes sure his business and its customers are protected. 
Standard agent broker will provide sound insurance coverage 
for this and other hazards such embezzlement, burglary, robbery, 


and forgery. 


STANDARD ACCIDENT INSURANCE 


COMPANY 


Standard Service Satisfies...Since 1884 


When advertisers please mention Credit Financial Management 


| H | 


Hart House when came Canada). House 
was presented the university the Massey family 
which Raymond Massey, noted actor, member. 

your sightseeing, you will also observe Toronto’s 
fine hospitals. least you’ll observe them from the 
outside! And when you see the name “Women’s Col- 
lege Hospital”, you ladies who are the Credit pro- 
fession can give comradely salute, for this hospital 
entirely staffed women doctors. one the city’s 
newest and best-equipped hospitals—and even has some 
men patients! 

you can spare little time, you should visit the 
Royal Ontario Museum, which Toronto fortunate 
have its midst. Don’t shrug and say disgustedly: 
museum! How dull!” It’s NOT dull. It’s fascinat- 
ing place, and guaranteed keep you enthralled for twice 
the time you had intended it. The Royal Ontario 
Museum rated one the world’s best, and includes 
many rare exhibits. 


Uniforms Show Everywhere 


Going about the city, you will see many soldiers and 


air force men uniform, for Toronto the centre 
big military district and many troops are barracks 
Exhibition Park—housed the buildings where the 
Canadian National Exhibition held the late summer. 
Whatever your feelings about the war, you can’t but 
interested the variety uniforms and the types 
men wearing them, and only hope the kilts won’t 
have entirely disappeared the time your convention. 
Male knees are knobby! And kilts are intriguing! 

Now what about some fun while you’re here? 

Well, find plenty it, and without looking very 
hard either. The Woodbine race track, Toronto’s show 
place (win, place and show place) for the Sport Kings, 
has its spring meeting from May May 25. You 
can see the city’s fashionables there, and spot 
wagering you feel like it. The historic King’s Plate, 
oldest race Canada’s history, and for which the King 
gives the prize, run off opening day—if you care 
get here day before your Congress opens. This the 
race which Their Majesties saw here their last year’s 
visit, and that day the beautiful Woodbine was 
crowded never was before. 

Some evening, while you’re here, you should put 
your gayest smile and your most comfortable shoes and 
Sunnyside. Sunnyside amusement area the 
lake front Toronto’s west entrance—a Coney Island 
smaller scale. It’s fun, and pretty night, with 
board walk running along the beach. 

the Sunnyside area, the way, girls’ softball 
stadium—and Toronto has the niftiest, smartest girls’ 
softball teams the continent. lassies were 
pioneers the which now very popular 
the S., both for men and girls, and you Credit 
Ladies (as well the men your party!) would get 
kick out seeing game the floodlit Sunnyside park. 
There are games each week-night, you can’t pick the 
wrong night. 


“If Your ‘Dogs’ Fret You”! 


There’s plenty other entertainment, course. 
your feet get that worn-out feeling, and you can humor 
them for couple hours, you’ll find half dozen fine 
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movie theatres the downtown sector, near your 
your feet are behaving beautifully, you may want 
dance, which case find supper dances the 
hotels Toronto’s one night club. 

And you want eat any time, find 
Toronto runs the gamut from hamburgers 
inating main dining-room meals. like 
eat, and eat often, and the dispensers food cater 
every purse and every taste—again within block 
hotel. 

Now how about couple side even 
three. 

There’s Niagara Falls. Maybe you’ve been 
Maybe you even honeymooned there. Maybe it’s just 
another place you’ve kept your waiting list. Well, 
less than hundred miles from Toronto. Don’t here 
without seeing the world’s most famous and romantic 
falls. And possible see them night, when they are 
illuminated. 

Now, about fishing. within easy motoring 
(or train, bus) distance wonderful fishing grounds, 
Come mid-May, there will excellent fishing, 
ing angling experts. They point out that the pickerel 
season opens May 16, just time for your hooks! And 
the trout season open all year except the fall. Gone 
are the days when ladies balked handling worms and 
acquiring slightly fishy perfume, and that’s why this 
article mentions the fishing possibilities. However, you 
ladies aren’t interested, doubt the men will be, and you 
can swim boat loaf while they haul the big 


Sure See Quints 


Last—but not least the roster Ontario tourist 
attractions—the quints. 

The famous five are Callander, which only 200 
miles over good roads from Toronto, and they are 
daily view their Dafoe Hospital playground. Before 
after the Congress, want drive through the 
beautiful Muskoka summer district the little French- 
Canadian village which the Misses Dionne and Dr. Allan 
Roy Dafoe have made focus-point for the world’s 
interest, and see for yourself what Yvonne, Emilie, Cecile, 
Marie and Annette look like the ripe age nearly-six. 
celebrating their sixth birthday May 28, 
and they are much alike five peas pod. And 
constitute five more reasons why enjoy your trip 
the 45th annual Credit Congress. 


Industry Group Programs 


—at the Credit Congress Toronto will 
one the most important features the 
International Convention scheduled for May 
23. Plan now attend your industry 


group meeting. will valuable you 


throughout the year. 


— 
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Industry Group 


Meetings Toronto 
from 25) 


BANKERS 


Chairman—James Coe, Power 
City Trust Co., Niagara Falls, 


BREWERS, DISTILLERS 
WHOLESALE LIQUOR 


Chairman—N. Davis, Bohemian 
Distributing Co., Los Angeles, Cal. 


BUILDING MATERIAL CON- 


Robertson Co., Pittsburgh, Pa. 


CEMENT 


Secretary—E. Balestier, One 
Park Ave., New York, 


CLOTHING, MEN’S FURNISH- 


INGS, DRY GOODS, LADIES 
WEAR 
Chairman—I. Gale, Rice-Stix 
Dry Goods Co., St. Louis, Mo. 
CONFECTIONERY MANUFAC- 
TURERS 


Schrafft Sons Corp., Boston, 
Mass. 


DRUG CHEMICAL 
Rodriguez, Davol 
Rubber Co., Providence, 

ELECTRICAL RADIO 
Chairman—W. Moor, Graybar 
Electric Co., Detroit, Mich. 

FINE PAPER 
Chairman—Lee Vaughn, The 
Dudley Paper Co., Lansing, Mich. 

FOOD PRODUCTS CONFEC- 

TIONERY WHOLESALERS 
Chairman—Frank Gudgeon, Hills 
Bros. Coffee, Inc., Minneapolis, 
Minn. 


FOOD PRODUCTS ALLIED 


LINES MANUFACTURERS 
Chairman—Frank Wheat, Fede- 
ral Match Sales Corp., New York, 

FOOTWEAR 
Chairman—E. Ball, Brown Shoe 
Co., St. Louis, Mo. 

FURNITURE, FLOOR COVER- 

INGS HOME FURNISHINGS 
Chairman—Not yet selected. 

Chairman—Willard Becker, Norton 
Door Closer Co., Chicago, 

HARDWARE WHOLESALERS 
Chairman—J. Holland, Moore- 


Hdwe Co., Birmingham, 


INSURANCE 


IRON STEEL 


JEWELRY GIFTWARE 


MACHINERY SUPPLIES 


MEAT PACKING 


Packing Provision Corp., Chicago, 
Ill. 
PAINT, VARNISH, LACQUER, 
WALLPAPER 
Chairman—Harry Rhell, John 
Lewis Bros. Co., Philadelphia, 


Campbell, Fidelity-Phenix In- 
surance Co., Chicago, IIl. 


Chairman—W. Woollenweber, 
Wheeling Steel Corp., Wheeling, 
Va. Pa. 
PAPER PRODUCTS AND CON- 
VERTERS 
Chairman—R. Burry, Wayne 
Paper Box Printing Corp., Ft. 
Wayne, Ind. 
PETROLEUM REFINERS 
Co-Chairman: Butcher, Cities 
(Continued 49) 


Chairman—R. Day, Bulova 
Watch Co., Ltd., Toronto, Canada. 


Chairman—R. Ryan, Pratt 
Whitney, Hartford, Conn. 


Chairman—R. Carrier, Agar 


Before marketing new model, car manufacturers give road test 
far more grueling than anything expected receive actual oper- 
ation. Bumps and jolts, twists and turns, desert sand and swampy mud, 
water traps, precipitous grades, heat, cold and high altitudes test every 
feature savagely. the car survives without trouble, good! 


the past fifty years the Fidelity and Deposit Company Maryland 
has been similarly tested. The fact that the could its way undis- 
turbed, meeting all its obligations promptly and fully, and building 
stronger organization agents and field men each year, ample 
evidence basic soundness. 


The fact that the bonds more people and transacts larger fidelity 
and surety business than any other company additional tribute not 
only the but the advantages specialized endeavor this 
particular field. 


FIDELITY AND SURETY BONDS BURGLARY AND GLASS INSURANCE 


FIDELITY DEPOSIT 


COMPANY MARYLAND, BALTIMORE 
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NATIONAL CREDIT MEN 


Your National Institute 
Credit what it? 


completely integrated nationwide adult continuation 
school with campus stretching from Honolulu Bos- 
ton, Minneapolis Paso, which alert business men 
and women may pursue professional training modern 
credit management. 

Chapters, cooperating with leading colleges and 
universities, offering curriculum eight stimulating, 
pragmatic courses collegiate level. 

More than 2000 registered members studying evenings 
under more than 150 qualified instructors. 

alumni body more than 1300 Certificate holders. 
Highly regarded university officials because its 
unique function the educational field and the excel- 
lency instruction and high standards for its awards. 

Successively directed experienced administrative edu- 
cators selected from faculties the leading universities. 
pioneer and leader with twenty-one years suc- 
cessful experience the adult educational movement for 
collegiate professional training. 

training ground unhampered stultifying tradi- 
tions, always ready experiment with new educational 
techniques and mold itself the needs constantly 
changing business world. 

medium for the exchange and accumulation cre- 
ative knowledge and practical experience the best minds 
the credit profession. 

10. Founded and fostered the educational arm the 
National Association Credit Men Dr. Charles 
Gerstenberg and David Golieb, men outstanding 
rank the academic well the business world. 

Dr. Gerstenberg Chairman the Board, Prentice- 
Hall, formerly Professor Finance New York 
University, author the following books: Or- 
ganization and Management,” Law,” 
“Principles Business,” Corporation Fi- 

Mr. Golieb Treasurer, International Handkerchief 
Mfg. instructor course Credit Problems 
New York University, author the following books: 
“Credit and and “Credit and Collections” 
Ettinger and Golieb. 


Your National Institute Credit has been direct 
influence enhancing the status credit management 
profession. Dr. Frank Ernest Hill, eminent author- 
ity adult education, his book, Made Cul- 
ture,” published the American Association for Adult 
Education, has this say about your Association’s edu- 
cational 

credit men are the most consciously bent edu- 
cation all business professional groups that en- 
counter. They seek provide opportunity for most 
systematic and informal effort while their research ac- 
tivities are concise and extensive. The institution co- 
operating with the credit men must one acknowl- 
edged reputation. Instructors, including business men, 
have faculty standing and class work must uniform 
quality.” 

The Fellow Award the NACM National Institute 
Credit recognized the business community the 
professional hall mark the educationally qualified credit 
manager. 


Protecting profits 
foreign trade 


interesting Cuban case illustrates the high esteem 
which the NACM Foreign Credit Interchange Bureau 
held abroad and indicative its influence with for- 
eign buyers throughout the world. told one the 
Bureau members, the story runs follows: 

Cuban merchant who bought considerable quan- 
tities from the United States, having become delinquent 
with several Bureau members, was scheduled for Moral 
Suasion action, and the Bureau duly sent off the first 
the series three letters which are the basis this par- 
ticular service. Five days later the Bureau received 
cable from the Cuban merchant saying, “Arriving New 
York May tenth please arrange creditors meeting dis- 
cuss business situation.” 

Reference the Bureau files quickly disclosed the ex- 
porters interested the account. All were notified and 
almost all were hand for the requested meeting 
which the Cuban merchant announced that his delinquency 
was due recent disastrous fire his establishment, 
about which none his creditors knew yet. 

Because some technicalities looked would 
unable collect his insurance; short was 
the verge bankruptcy and, merely matter 
good faith, wanted lay the facts before his American 
suppliers before liquidation occurred. 

The Bureau members present knew that liquidation 
would bring them nothing, and suggested compromise 
settlement plan acceptable the buyer which rather 
doubtfully agreed try out. Bureau members received 
65% their old accounts, the business was saved and 
all them continued enjoy profitable 
tions with the revived establishment. 

The same high regard for the NACM Foreign Inter- 
change Bureau evidenced throughout all its functions 
and explains why exporters look the for pro- 
tection their profits foreign trade. 
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credit men 
gather Fargo 
for 25th meeting 


Fargo The 25th Anniversary, North- 
west Credit Conf. the NACM 
for credit assns. the Minnesota-No. Da- 
kota area was successfully completed here 
Apr. after outstanding program 
arranged under the auspices the Fargo- 
Moorhead ACM which was host this year 
the annual gathering the Gardner 
Hotel. Delegates from Assns. St. Paul, 
Minneapolis, Duluth, Minn.; and Fargo 
and Grand Forks, No. Dak., were at- 
tendance. 

The Conf. was called order Harry 
Howland, Pres. the Fargo-Moorhead 
ACM, who introduced 
NACM Pres. Chas. Wells St. Joseph, 
NACM Exec. Mgr. Henry Heimann, 
and Central Division Mgr. Ed. Moran. 
The morning session, under the Chairman- 
ship Follett, Councillor the local 
heard two featured addresses be- 
the European war. This was presented 
debating teams from North Dakota Agri- 
cultural College, which took the 
and Moorhead State Teachers College for 
the negative. 

The first the morning talks covered 
the subject “Is Credit Management Pro- 
Garth White, Gamble Robin- 
son Grand Forks, with discussion 
following under the leadership Gordon 
Gillis, Lystad Redick, Grand Forks. 
Nelson, Northern Jobbing Co., St. Paul, 
then talked “Corporate Reorganization” 
with the discussion led Engstrom, 
Sommers and Co., St. Paul. 

Following the luncheon, the afternoon 
session heard symposium some credit 
problems with John Burgess, Northwestern 
National Bank, Minneapolis, speaking 
“Field Warehousing”; Geo. McConnell, 
Munsing Wear, Inc., Minneapolis, 
“Modern Methods”; and Decker, Rus- 
sell-Miller Milling Co., Minneapolis, 
“Modern Collection Methods.” The dis- 
cussion was led McGrath, Loose- 
Wiles Biscuit Co., Minneapolis. 

Afternoon talks were also presented 
“Profits You Are Overlooking” 
Standard Oil Co., Duluth, and 
Jordan Stevens Co., Minneapolis. The 
closing feature was “Professor Quiz 
Credits” program led Mr. Moran. 

the evening banquet, addresses were 


Pres. Wells, Baldwin 


visit western assns. 


San Francisco During the month 
March, NACM Pres. Chas. Wells made 
limited visit some the credit assns. 
located the Pacific Coast, his way 
attend the annual conf. credit 
managers the Pacific Northwest Mar. 
28-29. Los Angeles, San Diego, San Fran- 
cisco, Oakland, Portland, Tacoma, and 
Seattle were Mr. Wells’ itinerary 
well Bellingham. 

Charles Baldwin, Washington Rep- 
resentative, NACM, also attended this 
Conf. addressed the general member- 
ship several assns. the Western Divi- 
sion and met with Boards Directors and 
Legislative Committees. Mr. Baldwin vis- 
ited assns. Denver, Salt Lake City, Spo- 
kane, Bellingham, Seattle, Tacoma, Port- 
land, San Francisco, Oakland, Sacramento, 
Fresno, Stockton, Los Angeles, San Diego, 
Phoenix and Paso. 

Western Division Mgr. Owen Dibbern 
reports that several credit assns. the 
area are holding joint meetings with sales 
managers’ assns. their respective locali- 
ties. Mr. Dibbern attended the first Pacific 
San Francisco, Feb. and the 
Palace Hotel. 


NACM endorsed 
Federal Judge Knox 


Senior United States District Judge John 
Knox, the Southern District New 
York, New York City, recently gave 
generous tribute the Assn. and its mem- 
bership, reflecting the high regard which 
the Credit Men’s efforts behalf hon- 
est business held the courts. 

Referring the executives the Assn., 
Judge Knox said, “For their loyalty and 
devotion the principles decent trade 
and fair dealing, pay them respect, and 
extend gratitude that this organiza- 
tion may prosper, that may long continue 
its services those who need them, and 
that its membership will support its leaders 
the manner that they have supported 
me, sincere and earnest hope.” 


made Pres. Wells and Exec. Mgr. Hei- 
mann, who discussed “Is Peace 
The chairmen the committees charge 
the Conf. were Follett, Clarence 
Jensen and Harry Coffin. 


Credit Congress 
Chairman 


Plans are reaching final stages for the 
forthcoming first International and 45th 
annual NACM Credit Congress held 
May 19-23 the Royal York Hotel, Tor- 
onto. The 10th annual gathering the 
industry credit groups will held con- 


junction with the Credit Congress 
Tuesday and Wednesday afternoons. 


Canadian Credit Men’s Trust Assn., 
named Convention Chairman. 

Special attention called the fact 
that because exchange rates favor 
Americans, registration will $9.00 
dian funds. 

The headquarters hotel, the Royal York, 
has very favorable rates. For single room 
from $4.00 per day and double room 
$7.00 per day. Rooms are equipped with 
tub and shower bath well radio 
loud-speaker. This rate would mean 
the present exchange $3.60 and $6.30 
currency. 

The convention committees point out that 
there law either country that lim- 
its the democraic freedom 
citizens and Canadians visit each other’s 
countries for business the pursuit 
health recreation. Visitors may bring 
motor cars, personal effects, golf clubs, 
camp equipment, fishing tackle, shot-guns, 
and sporting rifles, with the same absence 
formality they have always enjoyed. 

duty purchases, after having 
been Canada for hours more, resi- 
dents the may take home with 
them, free duty, articles $100 
value, such articles are for personal 
household use, souvenirs Canada. 


Foreign west 
hold regular meetings 


San Francisco—A meeting members 
the NACM Foreign Credit Interchange 
Bureau who are located this area will 
held Apr. under the auspices 
the Western Division offices the Assn. 
These meetings are held six times year, 
the previous one occurring Feb. 
the Commercial Club, which Leuen- 
berger, Wells Fargo Bank and Union 
Trust Co., was the discussion leader. 
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The Executive 


Manager Reports: 


Since many our members will interested the 
usage that has been made the Association’s Washing- 
ton Service Bureau, presenting herewith such re- 
port. Unfortunately, however, record reports was 
not initiated until after the Bureau had been functioning 
for some time. Nor does this list include the very large 
volume correspondence the Washington, office 
has had with member firms connection with legislation. 

The report does partially cover the services rendered 
some our member companies and our local credit asso- 
ciations connection with problems pertaining deal- 
ings with the federal government. record not all 
inclusive, but made quick survey selecting cer- 
tain number cities, not much develop report 
all services rendered, but gain cross-section view in- 
dicating the wide-spread usage the Bureau. The fol- 
lowing list the special reports gathered this 
basis. 


Direct Inquiries from 
Association Offices 


Inquiries 
from Members 


Birmingham ......... 
Des Moines ......... 
178 
Grand Rapids ....... 
Indianapolis ......... 
Los Angeles ......... 109 
Milwaukee ......... 
Minneapolis ......... 106 
New Orleans ........ 
152 
Philadelphia ......... 
144 
Providence .......... 
155 
South Bend ......... 


While gratifying learn from this partial 
that the Bureau has been used members from all 
tions the country feel that with little 
licity this usage can greatly increased. have 
ceived many complimentary letters this service 
are mimeographing excerpts from some 
you desire copy these mimeographed excerpts you cap 
address the Washington Service Bureau, 410 
Bldg., which will glad forward you. 


13th year unlucky 
for these two! 


years—almost the day—was the time 
quired successfully terminate investigation the 
affairs the Hoosier Shoe Company, Coldwater, 
igan. During March, 1927, this case was taken for 
investigation the Fraud Prevention Department the 
National Association Credit Men, with the coopera. 
tion the agents the Federal Bureau Investigation, 
And February, 1940, the two men involved were con- 
victed the bar justice. another example 

Investigation had developed the fact that the Hoosier 
Shoe Company, which was started during the year 1897, 
had been purchased 1925 Irwin Gunther and 
George Weisman, both whom then made large 
purchases shoes which they shipped New York and 
Chicago. The amounts realized were never returned 
the business. the contrary, the proceeds the 
sale this merchandise were diverted their own 
pockets. 

All these shipments were traced and, one instance, 
was found that thousands dollars worth mer- 
chandise had been sent rooming house 
All information was then submitted the federal av- 
thorities and March 27, 1928 the facts were 
sented the Federal Grand Jury Detroit, Michigan, 
which returned indictment against both Gunther and 
Weisman charges concealing assets violation 
the National Bankruptcy Act. 

the interim both defendants had disappeared and 
search for them was immediately instituted the Fed- 
eral Bureau Investigation and the investigators 
the Fraud Prevention Department. 

December 1929, George Weisman was taken 
into custody but Gunther’s wherabouts remained mys- 
tery until September 28, 1939, which time sur- 
rendered the Federal Court Detroit 
thereafter entered plea guilty the indictment. 

During the second week February, 1940, was 
sentenced term imprisonment six months. 
Weisman was then also brought trial, found guilty and 
sentenced term imprisonment three years 
the federal penitentiary. 

John Babcock, Assistant United States Attorney 
Detroit, who very ably handled the prosecution this 
matter, wrote the N.A.C.M., Fraud Prevention De- 
partment March 7th, part follows: 

assure you that have been advised the 
Agents the the generous assistance 
you the investigation and prosecution this case, 
and express our gratitude for such cooperation.” 


April, 
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Riegel addresses 
Kansas City parley 


Kansas City—Treasurers railroads 
the Midwest and Southwestern groups held 
joint meeting here Mar. the Hotel 
Muehlebach, which NACM Pres. Chas. 
Wells St. Joseph, ACM Pres. 
Smith were extended special invitations. 
The morning session the Conf. was de- 
voted credit matters and credit problems 
faced the railroads. resolution was 
adopted endorsing the work the NACM 
and pledging cooperation from the rail- 
roads. 

the noon luncheon Clarence Riegel, 
New York CMA, was the principal 
speaker with talk “The National As- 
sociation Credit Men.” NACM 
Wells, well Pres. Moses and Sec. 
Smith, also presented short talks. 

Salter, Treas., Kansas City South- 
ern Railway Co., was Chairman the 
Conf. and Taylor Abernathy, Vice Pres., 
First National Bank, was charge the 
reception and luncheon. 


Pacific credit 


men met March 


Bellingham—The 23rd annual Credit 
Conf. the Pacific Northwest, was held 
Mar. 28-29 with delegates from credit 
assns. Washington, Oregon, Idaho and 
British Columbia attendance. The gen- 
eral Conf. opened noon Mar. 
following meeting that morning the 
Northwest Credit Men’s Council. The 
afternoon session the Conf. was devoted 
series trade group meetings for the 
discussion industry credit problems. 
Thursday evening was scheduled for 
entertainment program, with dance and 
musical show prepare the delegates for 
intensive program Friday. 

Friday morning the Conf. convened 
listen series speakers local and 
national reputation. Among these were 
NACM Western Division Mgr. Owen 
Dibbern and NACM Washington Service 
Bureau Mgr. Charles Baldwin, Wash- 
ington, 

special program was arranged for 
the credit ladies who attended the Conf. 
delegates guests. The Conf. closed 
Friday evening with the annual ban- 
quet which time NACM Pres. Charles 
Wells, was honor guest. 


New 
check ruling 


Cleveland—The Cleveland 
letin recently called the attention credit 
executives the new “protest” ruling 
effective throughout the country Jan. 
Under it, checks totaling $50 under are 
not protested. Should depositor 
desire that such checks protested, not 
paid, will done, however, does 
two things: first, mark all such checks spe- 
cifically for protest and, secondly, make 
separate deposit them. Heretofore, like 
instructions applied checks $10 and 


under. This action, taken the interest 
business and avoid delay, has been 
under consideration for some time. 
the result resolution passed the 
American Bankers’ Assn., and instructions 
issued the Federal Reserve System and 
the local Clearing House Assn. their 
members. Checks over $50 will treated 


heretofore. 


San Francisco: 


Under the auspices the Credit Man- 
agers Assn. Northern Central Calif. 
new group has been organized: 
Coast Insurance Group.” Jay Stevens, 
Chief, Fire Prevention Bureau, Bd. 
Fire Underwriters, has been elected 

Chairman the 
shall, Aetna Fire 
Group Companies 
has 
Chairman the 
“Case Committee” and 
Mayle, Vice 
Pres., Pacific 
Fire, Chairman 
the Speakers Commit- 
tee. Mr. Mayle ad- 
dressed joint meet- 
ing the credit managers and insurance 
representatives the subject: “Protection 
Protection Protection” held the 
Palace Hotel Mar. 14. Mr. Stevens, the 
new Group Chairman was for the past 
years State Marshall for Calif. and has 
been Sec., Pacific Coast Assn. Fire 
Chiefs since 1922 well Exec. Sec. 
the International Assn. since 1926. 
recent conference Southern Calif. fire 
chiefs San Diego, Mr. Stevens was pre- 
sented with elaborate silver plaque or- 
namented with the shields the fire 
chiefs who comprise the membership the 
Conf. 


Pueblo: 


Myers has been appointed Sec.- 
Mgr. the Pueblo ACM. recent 
meeting with officers the Rocky Moun- 
tain ACM Denver, program was ar- 
ranged which designed develop more 
intensified cooperative effort between these 
two important markets. 


Chicago: 


The March forum meeting the Chi- 
cago ACM heard Phil Hanna, Editor, 
Chicago Journal Commerce, whose sub- 
ject was “An Editor Looks 1940.” Sec. 
O’Keefe has notified members an- 
other letter writing course Aline 
Hower, sponsored the Credit Edu- 
cation Committee and the Chicago Chapter, 
NIC, with the cooperation the Associated 
Retail Credit Men Chicago. 


Oakland: 


New officers were elected 
annual meeting the Wholesalers 
Assn. Oakland. Pedersen, Pre 
Remar Baking Co., the new Pre. 
perial Diesel Engine Co.; and Treas, 
Osburne, Vice Pres., American 
Copper Supply. Directors chosen 
Bofinder, Credit Pacific 
Tool Supply Co.; Geo. Kroplin, 
Geo. Kreplin Co.; Arnold 
Chairman the Board, Bank 
Shell Oil Co.; and Stilos Wells, Bay 
Cities Asbestos Co. The meeting was 
dressed authority the San 
cisco waterfront situation, Almon Roth, 
Pres., San Francisco Employers Council, 


Pitts 


The 


Cleveland: 


attractive 16-page Membership 
for the current year was recently 
and distributed the Cleveland 
The entire membership the Cleveland 
and surrounding area listed, including 
those represented Credit Interchange, 
and also listing Assn. officers and 
directors with final outline the 
setup the services and membership 
benefits. 


Grand Rapids: 


illuminating talk was presented 
the Mar. dinner meeting the Grand 
Rapids ACM here the Morton Hotel 
Herbert Prochnow the First National 
Bank Chicago. His subject was “Ear- 
marks Management.” second feature 
the meeting was presentation the 
series “Know Grand Rapids,” which was 
made Glen Farrell, Sales Mgr., Allen 
Calculator Co. The evening also included 
group vocal selections Melody 
Men”: Russel Forwood, Leo 
Lynn Clark, Gordan Van and Carl 
Sennema. 


Kalamazoo: 


The Credit Assn. Southwestern Mich- 
igan recently published handsome direc- 
tory listing all member firms and describ- 
ing the Assn. setup and activities. was 
compiled Edwin Meader, the 
Director Publicity, who represents the 
Kalamazoo Vegetable Parchment Co. 
the Assn.’s March meeting 
and demonstration Credit Interchange 
Service was held under the direction 
Eugene Sherk, Chairman the In- 
terchange Membership Comm. 


Milwaukee: 


Regardless whether was wasn't 
typographical error, the subject “The 
Balance Powder Europe” was com- 
mented upon being most timely pro- 
vided the noon luncheon Club th. Mil- 
waukee ACM with interesting 
Mar. Dr. Martin Klotsche, world 
traveler and authority 
affairs. 


News About Credit Matters 


April, 1940 


Fres 
Cred 
few 
Comm. 
spend 
ranch 
joned 
ranged 
Sec. 
has 

new 
meeti 

struc 

will 

anal 

spok 

You 

Co., 

ing 

Cre 

hel 

fea 

cus 

Jr. 

thi 

te 

| 


Fresno: 


Credit problems will forgotten for 
few days when the members the Exec. 
Comm. the locai Assn. and their wives 
spend the April 20-21 weekend dude 
ranch the Sierra Madre Mountains. 
program outdoor activities and old-fash- 
indoor entertainment has been ar- 
ranged approximately are expected 
attend including San Francisco Exec. 
Otis and Mrs. Walker and NACM 
Western Mgr. Owen and Mrs. 
Dibbern. 


Pittsburgh: 


The Assn. working hard 
achieve goal membership 700 
May Since that date 1939 there 
has increase members and 
the Membership Committee 
achieve 1940 goal the date set. Six 
new were accepted the Feb. 
meeting the Assn.’s Board Directors. 

Mar. the Assn.’s Consolidated Con- 
struction Industries group held its good- 
will with two featured talks fol- 
lowing dinner. one, Dean Charles 
Tippetts the University Pittsburgh, 
analyzed “The Business Outlook” and 
the second, Prof. Gerald Fitzgibbon 
spoke “The Greatest Dynamic Power— 
You.” Deane Hayes, West Penn Power 
presided and Fred Cole, Advertis- 
ing Mgr., Dravo Corp., was toastmaster. 


Philadelphia: 


The March luncheon meeting the 
Credit Men’s Assn. Eastern Pa. was 
held the Bellevue-Stratford Hotel and 
featured two talks. “Bank Credit” was dis- 
cussed Harold Scott, Vice Pres., 
Penna. Co. for Insurance, and “Trade 
Credit” was presented John Brown, 
Treas., Hajoca Corp. 

The first forum the local assn., under 
the direction Chairman Craig 
the Educational Comm., was held Tues. 
evening, Feb. the Assembly Room 
the Chamber Commerce Bldg. en- 
thusiastic gathering credit executives dis- 
cussed very thoroughly the subject “To 
What Extent Delinquency can Coun- 
tenanced without Affecting Profits.” The 
the salesman collections 
special attention. second forum 
the subject was held 


Binghamton: 


Personal Equation Public Rela- 
tions” was analyzed Frank Thomas 
New York Univ. the March dinner 
meeting the Triple Cities ACM here 
members are planning attend the 
banque’ session the State Bankers 
meeting here April 20, which 
NACM Exec. Mgr. Henry Heimann 
will the featured speaker. 


Fort Wayne: 


The meeting the Fort Wayne 
ACM heard David Weir, NACM Asst. 
Exec. Mgr., the featured speaker 


the night Mar. 26. Mr. Weir also ad- 
dressed the luncheon meeting the Fort 
Wayne Kiwanis Club while this city. 


Hartford: 


Franklin, Automobile Insurance Co. and 
talk Schuyler Dauwalter, Asst. 
Mgr., Nat’l Board Fire Underwriters, 
were the joint features the Hartford 
ACM meeting Mar. the Univer- 
sity Club. 


Bridgeport: 


Dr. John Prime, Prof. Finance, 
New York Univ., was the principal speaker 
the Mar. meeting the Bridgeport 
ACM held here the Algonquin Club. 


Canton: 


Approximately members and guests 
the Canton ACM heard Hanning 
the law firm McAfee, Grossman, Han- 
ning and Newcomer, speak Feb. 
the “National Labor Relations Act” and 
current amendments which are now pend- 
ing. 


Cincinnati: 

“The Analysis Financial Statement” 
from the point view the banker and 
the commercial credit grantor was discus- 
sed the monthly meeting the Cincin- 
nati ACM Mar. talks presented 
Holste, The Central Trust Co. The 
presentation the two speakers was then 
Printing Ink Co. 


Rochester: 


Dr. Dexter Perkins, Head the History 
Dept., Univ. Rochester, reviewed the 
history the past several months and dis- 
cussed present world affairs the Mar. 
meeting the Rochester ACM. This 
was sequel his previous talk entitled 
“On the which Dr. Perkins pre- 
sented last May. His Mar. talk was “Over 
the Brink Six Months.” 


South Bend: 


Alfred Fleming the National Board 
Fire Underwriters was the speaker 
the Mar. meeting the South Bend 
ACM, discussing “Insurance and Its Rela- 
tion the Extension Credit.” His ad- 
dress included plan for credit men seek- 
ing greater protection the account they 
sell against fire losses that frequently 
cause credit losses manufacturers and 
wholesalers. 


Worcester: 


group members the Boston 
Credit Institute journeyed Worcester 
Mar. present before the meeting 
the Worcester County ACM, the radio skit 


“Mr. Jones Checks Up.” This the skit 
that was presented the NACM Credit 
Congress Grand Rapids last June. 


New Haven: 


Enrique Naranjo M., Consul ad-honorem 
Colombia Boston, was the featured 
speaker the joint meeting sponsored 
the New Haven ACM here the Hotel 
Taft Mar. 21. Mr. Naranjo discussed 
export matters interest American 
business men. Joining the meeting were 
representatives the Bridgeport, Hartford 
and Waterbury Assns. 


Seattle: 


Selection Seattle’s delegate-at-large 
the 45th annual NACM Credit Congress 
Toronto scheduled for the April meet- 
ing the local assn. Delegates from this 
city attended the 23rd annual Northwest 
Credit Conf. Bellingham late March 
following the appearance here National 
Pres. Chas. Wells and NACM Wash- 
ington Service Bureau Mgr. Chas. Bald- 
win the March dinner meeting. 


Houston: 


the Houston ACM Feb. Mr. 
Chance had been connected with credit as- 
sociation work former occasion but 
for the past nine years had been afhliated 
with the Shell Oil Co. 


Dayton: 


With its March dinner 
nounced outstanding success because 
the interesting talk “What America Needs” 
Major Norman Imrie, the Dayton 
ACM now looking forward its annual 
party May which NACM Asst. 
Exec. Mgr. David Weir, will the 
featured speaker. His subject will 
“Credit Chaos.” 


Detroit: 


The regular monthly meeting the De- 
troit ACM Apr. will jointly 
sponsored with the Detroit Assn. In- 
surance Agents. Laurence Falls, Vice 
Pres., American Insurance Co. Newark, 
will the guest speaker. Plans are 
also announced for the annual election 
meeting the Assn. May when 
NACM Asst. Exec. Mgr. David Weir, 
will the featured speaker. 


Akron: 


The Akron Credit Club held its meet- 
ing Feb. the local City Club 
which time the guest speaker was 
Thomas, Director Personnel, Flying 
Squadron, The Goodyear Tire Rubber 
Co. 


New York: 


The second senior discussion group 
credit problems meeting currently for 


April, 1940 


News About Credit Matters 


Credi 
Pres, 
In. 
and 
uded: 
acific 
Own. 
Con. 
Bay 
ad- 
Fran. 
Roth, 
cil, 
loped 
ange, 
and 
rship 
rand 
Ear- 
the 
was 
ided 
lody 
aske, 

was 
the 
tion 
In- 
nal 


series four sessions the offices the 
Assn. The dates are Mar. and 28, 
April and 11. Registration limited 
100 senior credit men and credit women 
with the arrangements being charge 
the Association’s Credit Education Com- 
mittee. The guest speakers and their sub- 
jects for the series are listed follows: 
Benjamin Siegel, Member the New 
York Methods”; Fred 
Fischer, C.P.A., Leidesdorf Co.— 
Mortimer Davis, 
Adjustment Bureau, CMA— 
“Insolvency Problems”; Maurice Pre- 
ville, C.P.A., David Berdon 
Relation the Balance Sheet.” 


Boston: 


Kenneth Backman, General Bos- 
ton Better Business Bureau, discussed 
“Facts for your Dollars’ Protection” before 
the March dinner meeting the Boston 
CMA here Schrafft’s Mar. 
Backman the past Pres. the National 
Assn. Better Business Bureaus and 
spoke from background years ex- 
perience Bureau procedure and service 
consumers and business. 


Des Moines: 


Resolutions passed the recent Tri- 
State Credit Conf., sponsored here Feb. 
the Des Moines CMA, included ap- 
proval the NACM Taxation Comm. 
work; urged support the special Legis- 
lative Comm. appointed for this district; 
extended vote appreciation Exec. 
Henry Heimann for his excellent 
services and his attendance the Conf.; 
expressed regret the inability, because 
illness, National Pres. Charles Wells, 
attend; and gave vote thanks 
our host assn. for providing enjoyable, 
well highly instructive conference.” 


Syracuse: 


“Can Collect” will the subject 
Alfred Fleming, Director Conserva- 
tion, National Board Fire Underwriters, 
when addresses the Syracuse ACM din- 
ner meeting April 
the Onondaga Ho- 
tel. The meeting will 
the first conducted 
the new officers 
and directors the 
Assn. chosen the 
Mar. annual 
meeting. 
clude the following: 
Clifford 
Heath, Sealright Co., 
Inc.; Vice Pres., Frederick Weymer, 
Weymer Co., Inc.; Vice Pres., 
Wilder, Pass Seymour, Inc.; Treas., 
Harold Kruman, Merchants Bank 
Trust Co. Directors are: Palen, 
Morris Plan Industrial Bank; Edwin 
Sigel, New Process Gear Corp.; 
Stanton, Pillsbury Flour Mills Co.; Wal- 
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ther Kunze, Lennox Furnace Co., Inc.; 
Harold Parks, Smith Corona 
Type, Inc.; Myal Roberts, Pierce But- 
ler Radiator Corp.; William Kearney, 
Brace Mueller Huntley, Inc.; Otto 
Quinn, Easy Washing Machine Corp.; 
Howard Tipper, First Trust Deposit 
Co.; Warren Unbehend, Lincoln 
Bank Trust Co. Councillor, Wm. 
Kearney, Byrne Co., Inc. 


Amarillo: 


The high point interest the March 
meeting the Tri-State ACM here was 
talk the Chandler Bankruptcy Act 
Porter Underwood, authority 


field. 


Atlanta: 


Walter English, former Mgr. the Ser- 
vice Corporation Phila., the new Asst. 
Sec.-Mgr. the Atlanta Assn. His ap- 
pointment that post was announced early 
March. 


Richmond: 


“Insurance and Bonds” was the subject 
the talk Warren Forest Curtis 
Boswell and Curtis, presented Feb. 28, 
the monthly meeting the Richmond 
ACM held here the John Marshall 
Hotel. This meeting was arranged the 
Insurance Committee the local 
Hajoca Corp. 


San Francisco: 


Ernie Smith, the first civilian pilot 
fly from San Francisco Hawaiian Is- 
lands, was the guest speaker the Mar. 
meeting the local Herd, ROZ. Dis- 
trict Mgr. the TWA, Mr. Smith dis- 
cussed present flying and contrasted with 
his early experiences. Bob Roberts, most 


Noble A., has resigned his post 
the Herd because his transfer the 


Los Angeles headquarters the Union Oil 
Co. 


Chicago—George Duggan has been pro- 
moted Mgr. the Credit Dept., Con- 
tinental Illinois Bank Trust Co. 

Harold Pearson has been named 
Treas. the Montgomery Ward Co. 

Donald McClure, formerly Sec. the 
Household Finance Corp., has been ap- 
pointed the additional position Vice 
Pres. his company. 

Columbus—O. Havekotte has been 
elected Pres. Gen’l the Inter- 
national Stacey Corp., effective Feb. 19. 
Mr. Havekotte was connected with the 
credit dept. the Carnegie Steel Co. for 


several years, becoming Credit 
Carnegie and Illinois Steel 1936, 
became Asst. Treas., which 
held until the present time. 

Credit Mgr. Henry Lohrey Co., 
made Sec. Asst. Treas. 

Cyrus Lewis has been advanced 
the position Vice Pres. and 
that Pres. and Gen’l Mgr. the 
Gregg Hardware Co. 
who for several years served 
Mgr., has been promoted Treas. the 
same company. 

John Lucas, who has been Asst. 
Pres. the Peoples-Pittsburgh Trust Co, 
has been promoted the office 
Pres. 

Miller, for many years Credit 
Fort Pitt Supply Co., was elected 
Sec.-Treas. his company 

John Auch receiving congratulations 
his recent promotion the position 
Asst. Treas., Pittsburgh Coal Co. 
Auch will continue his connection Credit 

Toledo—H. Downing, Asst. Sec. 
the Ohio Citizens Trust Co., 
elected the office Sec. 

Carl Seifert has been elected Treas, 
the Bostwick-Braun Co. Mr. Seifert 
was Credit Mgr. and Asst. Treas. 

Troy—John Croker, Jr., was advanced 
recently post Asst. Cashier, 
turers Bank. Mr. Croker has been 
Treas. the Eastern ACM for the 
past three years. 


Frank Hughes 


Boston—A well-known figure national 
credit circles joined the staff the Boston 
CMA Jan. when was announced 
that Frank Hughes had been appointed 
Field Representative 
the Assn. and its 
That there one 
better qualified 
undertake the work 
evident from the 
fact that Mr. Hughes, 
besides being active 
credit circles for 
many years, served 
local Assn. Pres. 
1928-29, 
two-year term 
during the same period 
Board Directors. 1930-31 was 
Vice Pres., representing the eastern divi- 
sion the NACM and has served 
many important committees both 
and national associations. 
has been member the Advisory 
Board the Boston CMA. 

After many years head 
the Boston office Dun Co., 
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Hughes Jan. 1920 joined the Federal 
Reserve Bank Boston for which 
opened the credit department and served 
manager the department until Dec. 
31, 1939 when was retired pension. 
Besides being very active the 1925 and 
Prevention Fund Campaigns 
Mr. Hughes for years was the accredited 
Boston the Robert 
Morris Associates and was very active 
the New ngland Chapter. 


you require broad business 
supplemented specialized 


Experience 
posts as: Asst. Treas., Asst. Sec., Office 
Mgr., Accountant. Advocate Credit- 
Sales interdependence. Knowledge includes 
finance, corporation procedure, investments, 
taxes, real estate. Age 32, 
married, college graduate. For further in- 
formation and details write Paul Haase, 


Associate Editor, Credit and Financial 
Management, Park New York, 


Pacific Coast Credit Manager for 
large eastern manufacturer will 
available shortly. A-1 credit execu- 
tive with experience passing credits 
$50,000, handling 40,000 accounts, with 
aten million dollar volume. Credit back- 
ground covers years banking, business 
finance and manufacturing. present lo- 
cated San Franciseo. Will locate any 
section the country. refer- 
ences. Age 36, christian, married, two 
children and earning $4,000. 
cate with Herbert Eastman, 207 Hill- 
crest Blvd., Millbrae, Calif. 


Obituary 


Gilp Brant 


San Diego—Credit executive members 
the San Diego Wholesale CMA mourned 
the passing Feb. Gilp Brant who 
was Pres. the local Assn. for the past 
two years and member its Board 
Directors since 1931. Mr. Brant was also 
active local and civic affairs and World 
War veteran circles. courageous and 
active worker had been connected with 
the Qualitee Dairy this city for years. 


Fred Dewey 


Kalamazoo One the local Credit 
Assn.’s oldest and staunchest supporters 
died here Feb. was Fred Dewey, 
member 1916 and Sec. and 
then Pres. during the years from 1926 
1930. number assn. members attended 
Mr. Dewey’s funeral representatives 
the entire local membership. 


Boston Carleton Richardson, P., 
United Business Service Co., spoke 
“Business Prospects for 1940” the Feb- 
ruary Chapter meeting the University 
Club. The Chapter also recently conducted 
novel Leap Year Party which was held 
the Recital Hall the New England 
Conservatory Music. 

Dallas—Tom Kirby, Pratt Pt. Var. 
Co., was elected Pres. the Chapter 
its first meeting. Hild, Southwest 
Cigar Co., was appointed Chairman the 
Bd. Governors. are enrolled the 
Cred. Coll. class offered connection 
with the Dallas YMCA. Mar. 15, 
forum meeting was addressed Mr. Hild 
the subject “The Position the Credit 
Manager Business.” 

Detroit—At the March meeting the 
Chapter, the group heard talk and dis- 
cussion “Functions Bank Credit 
Department” Thos. Kenny, Manu- 
facturers’ Bank. special invitation 
was issued the newly formed credit class 
Wayne Univ. which Andrew, 

Fresno four year educational pro- 
gram has been planned the local Chap- 


ter. Exceeding optimistic estimates, reg- 
istered the Credits and Collections 
course. The group under the direction 


Willis Kyle, Sec.-Treas. Kyle Co. 
The organization work has been under the 
direction Andrew Hansen, Chairman, 
Ed. Comm. Dibbern, Western Div. 
and Otis Walker, Sec., San Francisco 
Assn., attended the opening meeting. 

Honolulu—Tentative arrangements have 
been made with the Univ. Hawaii 
offer courses for the local Chapter now 
the process organization. Honolulu 
will the furthest western Chapter until 
such time Manila gets its educational 
program under way. 

Indianapolis—Due the keen interest 
the address Edwin Sackett, Chief, 
Indianapolis Div. the the sub- 
ject “Earmarks Commercial Fraud,” 
larger quarters than usual were needed 
for the March meeting the Chapter. 
Not only the credit managers attended but 
many their business associates took ad- 
vantage the opportunity hear what 
the speaker had say about his experi- 
ences tracking down the racketeer. 

New York Plans are already under 
way and notices have been sent out for 
Institute Chap. Golf Tournament June. 

Rochester—Kenneth Keating, prom- 
inent attorney, spoke legal problems 
with respect the granting credit 
the March forum meeting. The Chapter 
also conducted successful bowling party 
the early part March. 

San Francisco—At the March meeting 


Richard Neustadt, Social Security 
Board, talked Social Security. Consti- 
tution and by-laws the reorganized 


Chapter were passed recent meeting. 


Bd. Governors has been appointed 
the Pres. the Assn. with Early 
Chairman. Walter Hempy, Seller 
Co., was elected Pres. the reorganized 
Chapter, Andrew Craig, P., 
Henson, Sec., and Charlotte Madden, Li- 
brarian. 

The Credit Women’s Group 
NACM reports that local groups are 
awarding educational scholarships de- 
serving women the local Chapters 
the NIC. The following have 
established scholarship funds: Seattle, Chi- 
cago, Los Angeles, Louisville, Pittsburgh, 
Portland, Minneapolis, San 
Francisco, Utica and New York. 


Three Calif. clubs 
hold 4th reunion 


Fresno—In setting that might have 
been transplanted from the “High Sierras” 
the distance—rustic cabins, tall pine 
trees, water falls and tiny brook babbl- 
ing its way through the dining rooms, 
the lake out doors—the Fresno Credit 
Women’s Club the Credit Managers’ 
Association Northern and Central Cali- 
fornia dined representatives the Credit 
Women’s Club San Francisco and the 
Women’s Division the Los Angeles 
Credit Men’s Association their fourth 
annual re-union March Pine Lake 
Lodge. 

Following delicious repast informal 
meeting was held, under the guidance 
Anita Springston, President the Fresno 
Club, assisted Frances Beaumont, Presi- 
dent the Los Angeles group, and Beat- 
rice Hamel, acting President the San 
Francisco Club. 

Talks were given Thelma Carnine, 
Fresno, Gertrude Tobin Harrah, San Fran- 
cisco, and Florence Banks, Los Angeles, 
organizers and first Presidents the clubs 
their respective cities, also Irene 
Hollister, Junior Past President the 
Fresno Club, and Alma Appel, Senior Past 
President the Los Angeles Club. 

Mrs. Florence Gillis Fresno, featured 
guest speaker, gave many interesting and 
illuminating facts concerning the operation 
the Women’s Reformatory Tehachapi. 

late breakfast Sunday morning, 
where problems Credit Clubs were dis- 
cussed, ended this delightful week-end 
conference women credit executives. 
Farewells were said “until meet 
Los Angeles June” the annual break- 
fast and installation officers the Los- 
Angeles Women’s Division, which all 
members the Fresno and San Francisco 
clubs have been invited and which many 
will attend. 

Partaking the hospitality and friend- 
ship the Fresno Club were: Gertrude 
Tobin Harrah, Mildred Hevel and Beatrice 
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Hamel San Francisco while Los Angeles 
was represented Frances Beaumont, 
Vivian Barton, Elva Mae Vogel, Florence 
Banks, Edith Paonesso, Eileen Losk, Flor- 
ence Fall, Clair Waffen, Alma Appel and 
Violet Osburne. The hostess club consisted 
Nita Springston, Thelma Logan, Mar- 
garet Driscall, Thelma Carnine, Doris 
Bertrand, Lenore Geier, Irene Hollister, 
Gladys Lusk, Lillian Ryan, Autry Jones 
Mildred Kasparian, Helen Johnson, Jo- 
sephine Germain and Freida Haar. 


Philadelphia: 


The local CWC held its annual spring 
card party Mar. here the Adel- 
phia Hotel. Proceeds are used for club 
contributions charities and educational 


purposes. Door and table prizes were dis- 
tributed. 
Pittsburgh: 


Floyd Ferguson, Supervisor, Credits 
and Collections, Westinghouse Electric 
Mfg. Co., and Grand Exalted Super-Zeb 
ROZ, addressed the Pittsburgh CWC 
here Mar. “Tools the Credit 
Man.” musical program was presented 
Olga Sheppard with both vocal selec- 
tions and program accordian num- 
bers. The local Club now making plans 
observe its 10th anniversary 1940. 


Toledo: 


Completion the organization the 
Toledo CWC was recently announced. The 
for the current year are: Pres., 
Lauretta Ganther, McManus Troup Co.; 
Vice Pres., Mrs. Milliere, Toledo Cas- 
ket Co.; Treas., Carrie Manthey, Woolson 
Spice Co.; Sec., Eva Wineland, Gross Elec- 
tric Fixtures Co. 


Grand Rapids: 


“High Spots Michigan History” was 
presented Attorney Horace Barnaby 
the March dinner meeting the Grand 
portion Mr. Barnaby’s talk was devoted 
State Senator Michigan. 


Kansas City: 


The monthly dinner meeting the Kan- 
sas City CWC was held the Hotel Phil- 
lips Feb. which time Josephine 
Myers, Attorney, was the guest speaker. 
She discussed “Legal Status Women 
Missouri.” 


Des Moines: 


The Des Moines Credit Women enter- 
tained the visiting women delegates the 
Tri-State Credit Conf. held here Feb. 21-22, 
with program games, refreshments and 
prizes. Plans are under way locally 
organize Credit Women’s Club. Alma 
Angstead, Wm. Metz Co., Pres. 
the Des Moines ACM this year. 


News About Credit Matters 


Los Angeles: 


The local Credit Women are raising 
funds present for two worthy purposes. 
The first concerned with scholarship 
fund and will raised approxi- 
mately per cent tariff added the usual 
monthly dinner charge, the proceeds 
towards the scholarship fund. The second 
fund will developed raise money 
send the Club’s delegates the annual 
NACM Credit Congress Toronto 
May. 


Utica: 


Six new members have joined the local 
CWG since the first the year, Pres. 
Margie Rowe reports. Mar. 12, the 
group met for dinner the Elks Club 
and were amused and enlightened 
original skit presented and enacted 
Catherine Garvey, Evelyn Stofel and Helen 
Switzer. discussion period about collec- 
tion letter technique followed. 

Committees have been appointed and 
plans formulated for the second annual 
charitable donation from the group. This 
may take the form spring card party 
local florist’s conservatory. Speaking 
flowers, “orchids” are order this 
time the group’s first William Wright 
scholarship winner, Catherine Beardsley, 
has been the star pupil the NIC Busi- 
ness Law class this year. 


New York: 


The March dinner meeting the local 
CWG consisted symposium which 
the following papers were presented 
group members: Methods” 
Florence Britt, Minwax Co., Inc., “Office 
Management” Frances Cone, MacFad- 
den Publications, Inc.; and “Credit Check- 
which was read Catherine Cohen, 
New York Girl Coat Co. the absence 
Lillian Guth. group discussion 
followed the reading the three papers, 
under the direction Syd Paris, Lipman 
Schlifman, chairman the Speakers’ 
Committee. 

Another feature the program was the 
reading the radio script “Women 
Banking and Credit,” written Florence 
Banks Los Angeles. This was read 
Bess Reich, Wall St. Clothiers, and 
Miss Cohen. Education Chairman Anne 
Spitzer Werner, International Hdfk. Mfg. 
Co., announced that Question Box would 
available each future meeting 
enable members submit problems 
which they want advice from other mem- 
bers. 


Portland: 


Harold Gilbert, authority 
and bird songs, was the featured speaker 
the March dinner meeting the Wo- 
men’s Chapter, Portland ACM. repre- 
sentative group local credit women are 
included among the membership the 
newly organized Chapter the NIC, with 
Pauline Bressem Sec.-Treas. the 
Chapter and Ruth Gooch member the 
Board Governors. 


Cleveland: 


The annual Keno Party the 
CWC was held Mar. the Mig 
Day Club. The local Zebra Herd 
ated staging this year’s festivities. 


Minneapolis: 


guest speaker the March dinng 
meeting the MWCW Club, 
Crounse, Principal, Miller Vocational 
School, described her recent travels 
foreign lands. Motion 
shown illustrating her trip. 
ing featured for the first time 
with the Club’s yearbook. Officers the 
Minneapolis Association Credit 
were special guests. 


Bellingham: 


Women credit executives were active 
the program the annual Pacific North 
west Credit Conf. held Bellingham, 
28-29. Participation included the 
tation Friday afternoon the playlet 
“Women Banking and Credit” 
ence Banks Los Angeles. This was 
presented the Presidents the 
land, Tacoma and Seattle Credit Women’s 
Clubs. 


San Francisco: 


The March meeting the local CWC 
heard detailed explanation the 
tivities the Presidents’ Council, which 
composed the heads all local 
men’s Clubs and touched the results 
obtained its Guidance Bureau, 
sponsored behalf unemployed 
middle-age women. 


Paso: 


The Paso CWC was organized here 
Mar. and the following officers were 
chosen: Pres., Alice Smith, Tuttle Paint 
Glass Co.; Vice Pres., Helen Jarvis, 
American Grocery Co.; Sec.-Treas., 
dred Morris Vance, Tri-State ACM. 
Board: Irma Toureene, Asarco 
tile Co.; Elizabeth Merrill, Zork Hardware 
Co.; Ruth Muerdter, Momsen 
Ryan Co. 

program accordian music Kath 
Tri-State Music Co, 
featured the evening. Also present aid 
inaugurating the new Club were 
Porter, Sec.-Treas., Santa Builders Sup 
ply Co. and member the Credit 
Women’s Exec. Comm., well Eliza 
beth Hess Moore, Treas. the newly 
ganized Albuquerque Club. 


Seattle: 


The March meeting the Seattle 
was devoted the annual Bosses’ 
and about were attendance the 
Washington St. Patrick’s Day 
blems were used decorations. The 
guest speaker was Seattle’s Mayor, Arthur 
Langlie. 
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Justice bankruptcy vision the federal government over matters ban 


ruptcy administration; and study certain parts the 


committee continues active Chandler Act. The committee, and its assistants, are now 
engaged obtaining information from many sources. 

ministration, which was organized last April under the Washington the 
Chairmanship the then Solicitor General, Robert communicated the committee the desire the Asso- 
Jackson, and which was comparatively inactive for several heard concerning any these matters which 
months has recently increased its activity and expanded affect the interests our members. Apparently, most 
study various aspects bankruptcy administration. the matters which the committee intends consider will 
Since the elevation Mr. Jackson the Attorney Gen- great interest the Association and its membership 
eralship, the Chairmanship the committee has been and the Association turn should able helpful 
transferred Mr. Francis Shea, former Dean the the committee through its long and extensive experience 
University Buffalo Law School. bankruptcy matters. 

All the subjects which this committee plans con- The Association has not, course, submitted any ad- 
sider have not been announced but understood that vance views the committee concerning the subjects 
among those subjects will the question new plan which the committee reported interested. will 
compensating referees bankruptcy; study the ad- not until more definite information available con- 
visability establishing local panels qualified trustees, cerning the subjects under consideration and the effect 
selected according certain standards determine their which any proposals made with regard thereto might have 
study the possibility extending more super- upon bankruptcy administration and creditor interests. 


has been designated 
Minute Man, organize and cooperate the 


program the National Association Credit Men behalf sound 


legislation affecting credit. 


NATIONAL ASSOCIATION CREDIT MEN 


Reproduction certificate being sent individual NACM Legislative worker-boosters nominated local associations 


Ist International and 45th NACM Ist 45th NACM 
CREDIT CONGRESS CREDIT CONGRESS 
Royal York Hotel—Toronto—May Royal York Hotel—Toronto—May 
Forward!—with the Favorable Forties! “North the Border, Canada way” 
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which aids your company prosper, conversely, the 
attention will hinder your company’s progress and 
great many instances may lead financial difficulties. 

Your position most delicate and trying one and re- 
quires considerable diplomacy. the one hand, there 
the sales department which argues that you are hinder- 
ing sales refusing pass credits, while the other 
hand the management which has investment stake, 
wishes credit losses minimum. The test 
capable credit executive his ability reconcile these 
interests. 

the credit losses sustained your company, plus the 
expense operating your credit department, not less 
than the profit obtained through the increase sales 
attributable directly credit extensions after giving con- 
sideration overhead burden charges carried credit 
sales, then your organization not justified extending 
credit and should cash basis. There are large 
number concerns which are now extending credit which 
should cash basis. also true there are 
large number companies, especially the retail field, 
operating strictly cash basis which might well 
compensated they would accept credit sales, providing, 
course, the credit extensions were granted after thor- 
ough investigation and subsequently given diligent atten- 
tion. 

While you are passing the credit contemplated 
present customers your company, you are auto- 
matically contributing the credit rating and standing 
the establishment you represent. 


Accounts Are Trust Funds 


already mentioned, accounts receivable are trust 

fund over which you are the custodian. You are the 
and builder this fund and you are, therefore, 

responsible for its quality. The management has en- 
trusted you that proportion the company’s net worth 
which represented the total amount your accounts 
receivable. 

For your company pay its trade and other obliga- 
tions must have cash, not accounts receivable. You, 
custodian this part the company’s net worth, must 
provide your share the needed cash through the cur- 
rent collection the accounts you have accumulated. 
Providing your company has been properly financed 
the beginning, you may responsible for its ability 

discount pay its trade obligations promptly. Just 
Credit Interchange Bureaus compile data firms which 
aid you your task, Credit Interchange Bureaus also 
compile the same data your own company aid 
other credit managers determining whether not 
sell your organization. While you have dictatorial power 
over your credit customers, there are other credit man- 
agers who have the same influence over your company’s 
purchases. 

establishment extend credit and derive the 
fullest and most profitable benefits accruing from credit 
sales, must recognize that credit losses cannot 
avoided for they are essential part the business. 
yeu not have any losses, you are passing large 
amount profitable business. 

company position discount its trade obliga- 
tions and pay its expenses without looking the orderly 
income cash through the liquidation accounts re- 


ceivable, then that business overcapitalized for the vol- 
ume credit business obtaining, and the manage- 
ment should make effort increase its credit sales. 
There are few such cases. 


Terms Must Followed 


Today, more than ever before, imperative that 
accounts collected according the terms sale. There 
are two principal reasons for this: 

First: Cost merchandise and operating expenses are 
increasing and for company stock the same number 
units, more cash needed, and far credit sales 
are concerned, accounts receivable are the last process 
converting the inventories into cash. 

Second: What equally, not more important, that 
during the past several years great many establishments 
have sustained losses, with the consequent result that their 
working capital, working fund, has been decreased. 

Operating smaller working capital, with cost 
inventory increasing and operating expenses increasing, 
means that company discount pay its trade 
obligations promptly continue business without cur- 
tailing operations, accounts receivable must converted 
into cash more rapidly. 

Many capable executives are satisfied when their net 
profit for the year amounts the total their earned 
trade discounts. the financial structure company 
properly balanced, necessary that accounts receiv- 
able collected according terms order that trade 
obligations may discounted. other words, com- 
pany not earning its discounts more likely that 
not collecting its own receivables promptly and 
almost axiomatic that the organization not making 
reasonable business profit. 

Due the fact that inventory costs and operating ex- 
penses are increasing, coupled with the fact that working 
capital has been depleted through losses, many organiza- 
tions which have never asked for bank credit before, are 
doing now. they are not asking for bank credit, 
they are disposing some their investments which 
they have accumulated through the more profitable years. 


Banks Not Create Credit 


Just you credit executives cannot create credit, for 
that something the customer has does not have, 


like manner banks not create credit for that some- 


thing its customer has does not have. Banks extend 
credit one two ways—either secured un- 
secured basis. Any firm corporation, whether whole- 
sale otherwise, asking for unsecured loan, line 
credit, should first submit detailed balance sheet and 
operating statement for least two consecutive years. 
the outset, seekers unsecured bank credit, well 
secured credit, should realize that banks loan out funds, 
the title which invested others, and their bank 
entitled and should furnished with detailed informa- 
tion. 

There nothing mysterious about banking. Banks 
not create credit wealth—all they transfer de- 
posit credit into circulating credit. Banking one the 
oldest and perhaps the most competitive businesses and 
experience has shown that the success with which bank 
takes the responsibility transferring depositors credit 
into circulating credit the distinguishing feature 
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Banker Views Wholesale Credit 


Sees Close Tie-in With Retail Collections 


Harry Wuerth, Assistant Cashier and Credit Manager, 


Commerce Trust Co., Kansas City 


you somewhat different perspective wholesale 

credit from that which presents itself the everyday 

routine your work. also desire bring 
your realization the importance your positions 
wholesale credit executives the business structure 
the nation and, also, the importance the position you 
occupy the successful operation your respective 
organizations. 

Products all kinds are produced for only one pur- 
pose and that for use. consumer—the con- 
sumer may individual purchasing from retailer, 
the consumer may processor whose product used 
some intermediate transition the flow raw material 
actual consumption. Whatever may the situation 
the wholesaler, the goods sells finally gets 
actual consumer through the medium some sort 
retailing unit, and actual consumption begins when the 
product, whatever may be, leaves the retailer’s estab- 
lishment. keep goods orderly procession from 
the wholesaler consumer, the retailer the transaction 
has sound condition. Sound wholesale credit 
predicated upon sound retail credit for, unlike many 
credit obligations, retail credit contacts the actual con- 
sumer goods, materials and services. broad, gen- 
eral terms the extension retail credit and its collection 
within reasonable period, represents the ability and 
willingness the nation pay its current obligations. 
You, the wholesale credit executive, have two working 
capital positions watch: First, that the consumer 
evidenced retail collection percentages, and, Second, 
the working capital position the retailer evidenced 
his financial statement. 

the liquidation collection credit extended 
retailers whole industry, individually, which en- 
ables the retailer pay you, the wholesaler—the whole- 
saler pay the manufacturer—the manufacturer pay 
his suppliers, and until the last obligation the 
series paid. retail credit not maintained 
sound basis, the retailer cannot pay the wholesaler and 
the entire circle disrupted. The results are obvious. 


The Start Credit Cycle 


For this reason, retailing and its adjunct, retail credit, 
represent one the most important factors our eco- 
nomic life. Retail credit the basis and beginning 
credit and not sound basis, the superstruc- 


Credit and Financial Management 


ture the larger credit processes our system, 
wholesale credit and bank credit, cannot sound 
basis. 

cannot over-emphasized that the wholesaler should 
give close attention changes trerids retail credit, 
for the last analysis these changes which are 
dictating wholesale terms. 

not believed that the wholesaler can anything 
about retail terms for the retailer who risking his 
capital and will risk any way pleases 
endeavor obtain greater profit. 

Looking the situation its entirety, the wholesaler 
going have follow the retailer, not the retailer 
follow the wholesaler, and the consumer who 
dictating wholesale terms. 

The success our economic system depends the 
orderly function its various complex units and 
opinion the units will have function accord with 
retail credit, not retail credit directed any other unit. 

The wholesale credit executive has the advantage over 
his friend, the retail credit man, that the wholesaler 
has more information his disposal investigating abil- 
ity pay. This exactly should for the risk 
greater. 

The wholesale credit executive should give increasing 
attention the conditions and trends retail credit. 
Statistics indicate that the trend retail credit toward 
longer terms. evident that this tendency having 
profound influence wholesale credit. Likewise, 
appears that attempt being made the retailer 
shift, part least carrying the longer term receiv- 
ables, the wholesaler. The extent which the shift 
can made depends many variable factors. 


Cash Ultimate Object 


Accounts receivable represent conversion inven- 
tories into obligation due from others which, turn, 
converted into cash. Accounts receivable represent the 
last process the conversion land, labor and capital 
into cash, the medium exchange. takes cash 
actually operate business and the proper collection 
accounts receivable necessary permit business 
function. 

You, wholesale credit executive, play most im- 
portant part your company’s operations. You are cus- 
todian fund your own making which repre- 
sented accounts receivable, the diligent attention 
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“Since acted the Berk- 
shire Mutual agent's advice 
five years ago, the cost fire 
insurance our property has 
been materially reduced, and 
have saved hundreds 
dollars each year. have trans- 
ferred all personal insur- 
ance house and cars 
the Berkshire, and will pay 
the same. Why not 
call the Berkshire agent today? 
Their folder, ‘Through Four 
Generations’, tells their com- 
plete story you are not fa- 


miliar with it.” 


BERKSHIRE 


MUTUAL FIRE 
INSURANCE co. 


NCORPORATED 1835 
PITTSFIELD, MASSACHUSETTS 
“OVER ONE HUNDRED 


CONTINUOUS SERVICE” 


good bank. the very nature 
their existence, banks are not 
position make capital loans, their 
duty being extend credit for sup- 
plementary working capital purposes. 

impossible set out this 
discussion all the pertinent points 
the analysis financial statement 
wholesaler seeking unsecured 
credit, however, desire em- 
phasize certain factors which have ref- 
erence the working capital position. 

Working capital the excess cur- 
rent assets over current labilities; 
other words, working capital the op- 
erating fund the business. Generally 
included current assets are cash, ac- 
counts receivable and merchandise, and 
current liabilities, all those liabilities 
coming due within one year. The im- 
portant ratio with reference work- 
ing capital the current ratio, which 
indicates the number times current 
assets are greater than current liabili- 
ties, vice versa. Ratios within them- 
selves are quantitative, and such are 
subject criticism. For bank credit 
purposes, well any other financial 
purpose, the current ratio should 
qualitative well quantitative and 
order determine that this ratio 
qualitative, close analysis the cur- 
rent assets necessary. 


Must Scrutinize Inventories 


The two current assets which de- 
serve the closest scrutiny are inven- 
tories and accounts receivable. 

With inventories essential 
know how they are taken, how valued, 
and any obsolete items are included. 

With receivables absolutely 
necessary know what they include, 
and here where you, 
credit executives, affect the banking 
opinion the credit worthiness your 
company. order properly analyze 
financial statement necessary, 
among other things, have sales fig- 
ures and aging accounts receiv- 
able. With this data possible 
check you and determine what kind 
job you are doing custodian 
part the company’s net worth. 
possible determine you are freez- 
ing portion the working capital, 
working fund, the business 
permitting old accounts accumulate. 

the practice many banks 
the analysis statements include 
current assets only those accounts 
days old, and accounts over 
ninety days old are considered frozen 
working capital and consequently 
non-current asset. already men- 


tioned, banks extend credit for Sup. 
plementary working capital require. 
ments and they loan for working 
capital purposes, they must look the 
true working capital position 
effort determine the outcome. 
most instances bank obligations 
are paid through the orderly liquidation 
accounts receivable and analysis 
the receivables show large per. 
centage frozen, bank would 
inclined extend unsecured 
For example, the loan were for 
purpose stocking seasonable mer. 
chandise, the inventories accumulated 
would part converted into 
ceivables, and the basis past per. 
frozen, the very thing bank looks 
for the payment the loan—liquidity 
—would not there. 


Must Not Take Too Great Risks 


Since banks loan their depositors’ 
funds when extending credit, 
should not assume the business risk in- 
cident the organization receiving the 
credit. exactly what they 
assume when due consideration not 
given the condition the accounts 
receivable. 

conclusion, wish emphasize 
the two points which have been the 
theme this discussion: 

First: You, wholesale credit 
utives, not represent the primary 
distributor goods but rather 
ondary distributor, for the retailer who 
contacts the actual user consumer 
the products you sell the primary 
distributor. Therefore, you should 
fully aware the changes and con- 
ditions the retail credit field and how 
they affect the financial structure 
the customer. 

Second: You, wholesale credit ex- 
ecutives, have most important part 
establishing the credit rating and stand- 
ing your own company. 
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Points Check when 
Selecting Fire Ins. Co. 


from 27) made upon the 
funds fire insurance company 
some time the future, is, ordinarily, 
far greater importance than any con- 
sideration its current liabilities. 
must therefore, look the income ac- 
count company for statement 
its net premium writings measure 
its exposure risk, and effort 
measure its ability meet potential 
demands resulting from this exposure, 
must look the balance sheet for 
the funds which company has avail- 
able meet its future obligations. 
“These funds consist Unearned 
Premium Reserve and 
Surplus. latter, the case 
Capital Stock Companies, includes 
capital funds which are held for policy- 
holders’ protection. addition the 
Unearned Premium Reserve and Pol- 
icyholders’ Surplus, there should in- 
cluded any voluntary reserves which 
have been established meet possible 
but remote contingencies which not 
any sense represent liabilities 
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FIRE INSURANCE 
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current nature. 

“The total Unearned Premium 
Reserve, Policyholders’ Surplus, and 
any voluntary contingent reserve, 
relation net premiums written offers 
sound basis for measuring the ability 
one company meet its 


writes VOLUME BUSINESS 


THAT APPROXIMATELY 
EQUAL. 
“It essential sound analysis 


companies writing volume busi- 
ness that approximately equal. 
business underwriting, the risks 
others may conducted successfully 
only broad spread distribution 
risk obtained. company writ- 
ing $1,000,000 premiums annually 
cannot reasonably supposed enjoy 
spread risk, either geographically 
industrially, broad that en- 
joyed company writing premiums 
amounting $10,000,000 annually. 
This factor risk one great im- 
portance. not susceptible meas- 
urement but may discontinued 
comparisons are limited companies 
transacting approximately equal 
volume business because the spread 
risk may then reasonably 
sumed equal. 

“Analyses based upon the applica- 
tion these simple fundamentals, 
when considered conjunction with 
the history company and 
edge the character its manage- 
ment, will enable the buyer insur- 
ance select his company sound 
and intelligent basis. 

“The data essential the applica- 
tion these simple fundamentals are 
readily obtainable from the Spectator 
Year Book, the Argus Chart, and other 
similar publications which 
able the general public nominal 
cost. 

“These data and doubt the state- 
ments which have been under scrutiny 
your inquirer are summaries taken 
from detailed financial statements filed 
insurance companies with the insur- 
ance departments states which 
they transact business. These state- 
ments reflect the operations insur- 
ance companies minute detail and 
permit supervising officials check 
their accuracy the whole. fre- 
quent intervals, insurance companies 
are subjected thoroughgoing audits 
examinations state insurance de- 
partments for the purpose verifying 
the conditions represented. 


DOES PAY 
SELL 
CREDIT? 


generation ago but little credit was ex- 
tended retailers, and this was limited 
friends, relatives and well-to-do customers,” 
says Clyde Wm. Phelps, well-known credit 
authority. people felt strongly that 
was neither necessary nor safe for retail 


merchants offer charge account privileges 
consumers. 


Who makes the profit? 
“But today one-half all our retail stores 
are doing some credit business. And about 
one-third the total retail sales this 
country are made credit, per cent be- 
ing made regular charge accounts and 
around per cent installment accounts. 
Thus appears that many retailers have 
found that pays sell credit. 

“But the more important cuestion is: 
Does credit pay well should? Can the 
retailer make his credit business more profit- 
able? 

“The fact that not one retailer out 
one hundred making his credit business 
pay him what should. 


What profit depends 
can make his charge and install- 
ment business pay better? This 
not difficult answer. The proft makes 
the credit end, compared with the cash 
end, his business depends fundamentally 
upon his credit and collection policy. 


How step profits 
“The retailer can make more money from 
credit selling introducing credit 
and collection policy which will increase 
sales and the same time greatly decrease 
the cost doing credit business.”’ 


Send for free booklet 
help your retailer customers 
know about this policy? Dr. Phelps tells how 
introduce such policy his 40-page 
booklet ‘‘A Controlled 
Credit Policy”. You are in- 
vited send the coupon 
below for copy without 
obligation. Additional copies 
for distribution your re- 
tailer customers will sup- 
plied for mailing costs only. 


HOUSEHOLD FINANCE 


CORPORATION and Subsidiaries 
Family Finances” 


one leading family finance 
organizations, with 279 branches 182 cities 

HOUSEHOLD FINANCE CORPORATION 
Dept. CFM-D, 919 Michigan Ave., Chicago, 


Please send without obligation copy Con- 
trolled Credit 


A CONTROLLED 
CREDIT POLICY 
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Monthly Account-Aging Report 


System That Shows Management the Real Picture 


Myron Hill, Square Company, Detroit 


Aging accounts receivable usually task under- 
taken the time the annual audit. More fre- 
quently than not the outside auditors all the work. 
The results are used for the purpose informing 
the management the general condition customers 
accounts. Finally, the various classifications, accurately 
totalled, are used for estimating bad debt reserves useable 
balance sheet schedules, and for the adjustment 
year-end profit and loss statements. Comment made 
the audit report, comparative percentages with year 
previous are sometimes stated—and that ends the chore 
for another year. 
During the time all the above taking place the 
credit department called upon give their views 
the aging. The comments they are prepared make, 
being better informed, govern great extent the an- 
nual figures for ‘reserve set-up, and ultimate losses writ- 
ten off. Somewhere along here the accounts receivable 
folk may asked assist getting this trial balance and 
aging into reconciliation with the general ledger. They, 
and the credit department may more less interested 
the final results, but most firms the aging there- 
after promptly forgotten for another twelve months. 


Why Not Monthly Aging? 


Why not put the trial balance-aging work every 
day the work year? don’t mean, course, the 
one fixed by, for, the outside auditors, but one 
prepared after every monthly closing. The mental re- 
action suggestion such this the part some 
credit managers accounting executives charge 
Receivables can felt even far away the desk from 
which this written. Can even hear the wail woe 
and the excuses made from all and sundry readers. 

Before passing final negative judgment, let’s see how 
this work can done easily and quickly. Then will 
better able prove the advantages thereafter ob- 
tainable. 

Suppose the year closes December for accounting 
purposes. have starting point with the trial bal- 
ance-aging made that date for the annual audit. 
January must necessarily take off new trial 
balance. have sizeable ledger, and for convenience 
have five separate controls facilitate posting proof 
daily. The mechanics that routine need not ex- 
plained here. Let’s take form such the one illus- 
trated, designed slip into any adding machine with 
wide carriage. the way, show the headings and 
few lines this form only. standard for the printer, 


Credit and Financial Management 


being inches, and will contain about ninety 
writing now run trial for each control, 
prove, and consolidate totals for general account bal- 
ancing. The work has produced that most important 
part the aging—the balance each separate account. 
Are now ready make the January aging. 


Continue New Year’s Resolutions 


Let back bit. One our good resolutions 
January was make this credit-receivable work 
monthly task. Consequently had the working sheets 
for December aging handy all during the month 
January. Our customers are just like yours. They 
let accounts lapse, pay what they seem want when 
the urge arises, the collection effort sufficiently coax- 
ing. Twenty-five per cent them are always behind 
from few days there the borderline agency 
action—ninety day past due. So, have marked with 
colored pencil, direct from remittances received, just what 
the slow folks paid during January against December 
spread past due accounts. was done right 
these work sheets direct, and took about five minutes 
day. For added help keep each ledger page marked 
off items paid that anything past due stands out 
prominently. With the old aging marked with payments 
received, and ledger accounts refer to, can draw 
off our NEW aging almost rapidly pencil can 
pushed. 

will noted that the form carries column for 
current balances. not find necessary com- 
pute these all. This phase the finished report will 
explained later on. 


Shows Management the Picture 


don’t need write the name the customer 
except where past due items pop up. Maybe the ex- 
ecutives interested would like have all customers named 
where total balance owing, not delinquent, exceeds $500, 
say, $1000. Whatever wanted can shown, the 
more important being the proper classifying the de- 
linquents into various ages per printed column headings. 
about twenty-three hundred accounts spend five 
six hours preparing the penciled work sheets from 
the original adding machine trial balance. This working 
schedule need not added proven either direction 
ordinary care has been used. 

Posting done National Cash Register machines. 
the purchase extra form bar, the equipment 
quickly converted enable the writing and computing 
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the aging. The trial balance 
figure inserted first just 


the work sheet. Using 


cross footing process, each past 
due item, placed its proper 
column, reduces this balance. 
The net result the extreme 


TRIAL BALANCE-AGING 


right the current 


join) 


month purchases customers 


iN 


which did not bother 


compute include the work 


sheet. Naturally, the various 


registers accumulate our vertical 


| | 


column totals, and proof 


struck off the end each 


our five sub-ledger controls. 


The finished report prepared 


multiple copies—as many 


seven—using stapled sets car- 


bon which blank white paper, 


inches, has been pre- 
viously stapled. These copies 
are available for 
terested; branch plants who 
billing and therefore pass credit 
under direction home plant credit manager; the sales 
manager; and others outside the credit-receivable 
department. 


Each Month’s Work Simplified 


continuous use each successively prepared aging 
each new month’s work simplified. The so-called ardu- 
ous task attempted once, possibly twice 
nual reports, probably) each year becomes mere routine. 
find that approximately sixteen hours each month- 
end produces both working schedule and 
finished reports. And here’s the good that accom- 
plished. 

Probably the most important benefit the elimination 
any records auxiliary the receivable ledgers. 
many firms elaborate card follow-up systems are used 
the collection department. These records cannot pos- 
sibly contain any greater detail than the trial balance- 
aging except perhaps summary the collection efforts. 
your credit manager has tickler file containing the 
correspondence itself, why then make any subsidiary rec- 
ord letters written? have found entirely pos- 
sible, and much more practical, eliminate the credit 
department such. leaves the credit manager 
charge accounting for receivables, combining two re- 
sponsibilities under one executive. 


Check Report the 12th 


Just before the finished report sent those our 
Management most interested, over our cash re- 
ceipts. Usually the 12th 13th we’ve made sub- 
stantial deposits. Payments delinquent accounts are 
marked the typed reports circling the amount, 
noting the amount figures case does not coincide 
with the figure the aging. Consequently, even though 
account shows delinquent the Ist, can 
indicate its settlement submitting the report few 
days later. right date, and many past due 
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items need never questioned official other 
executive. 

How many credit managers can, any time any 
month, point the results their efforts dollar value? 
now made easy, and provides positive degree 
satisfaction assure you. Our management thinks 
smart idea, too. 

use different colored pencil different times 
during the month. From the Ist date finished report 
submitted might use blue. total drawn off 
all the items paid and marked such, and this 
total incorporated the aging summary. 
due column reduced actual values remaining uncol- 
lected. For the next period, say the 25th, red 
pencil might used. Another reduction made against 
our outstandings, and new figure determined. From 
the 25th through the last deposit for the month might 
use green pencil, and final adjustment our sum- 
mary, now twice revised, made. The net uncollected 
gives very fair idea what our new aging for the 
succeeding month will reflect past dues both age 
and value. returns and allowances covered credit 
memos issued, mark aging sheets just though pay- 
ment had been made. 


How Law Averages Works 


Finally, can consolidate the three sets figures 
denoting delinquent account settled and arrive total 
amount collected for the month. compilation these 
dollar figures (reduce them percentages you like) 
over long period months will tell lot things. 
One can almost prophecy collections any moment. 
any prescribed volume whatever age might stated. 
The law averages certainly works here, too. 

logical reader query is, you get the time 
all this, and how much help does require?” 
don’t mind giving the true set-up all. Five people, 
including the credit manager-accountant, constitute the 
force. Billing sent for posting from three branch 
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plants besides the home office. Sales volume for 1939 
well exceeded several million dollars terms 2/10, 
N/30 for about 75% this, N/30 the remainder. 
Average active accounts, 2350, postings about 16,000. 
Statements are prepared for only those customers demand- 
ing them, for such accounts are habitually slow pay 
—about 400 altogether. canvass customers during 
1939 made possible reduce statement preparation 
70%. Another interesting point discovered maintain- 
ing statistics over period eighteen months was that 
24% accounts opened during the month closed 
payment the same period. One out four statement 
forms were being prepared and relegated the waste- 
basket every thirty days. 


Second Machine Sometimes Used 


One National Cash Register machine used with 
second from General Accounting department available 
three four days each month assist speedy closing. 
Two the four clerks employed are posting 
who split the day the machine thus getting about 
full 40-hour posting run per week. might add that 
one clerk’s time, about 30%, spent various types 
insurance work general administrative character. 
These details are mentioned simply indicate the ease 
with which aging work can undertaken without undue 
hardship extra clerical assistance. The typing the 
finished report ordinarily completed before commencing 
with the new month’s posting detail. 

Those mechanically-minded readers may well ask about 
one point brought out above. How can one use NCR 
machines carrying only four computing registers ac- 
cumulate vertical totals MORE than four columns? 
can’t done. you have four register machine 
all that need added advance are those columns 
excess number the registers you have for use. 
you desire five columns figures your aging, includ- 
ing the trial balance figure, would advisable pre- 
determine the “over 90-day” past due total. This column 
figures would then work through the machine simply 
typed data and not affect cross footer the least. 
the same token, aging might readily split into eight 
columns machine with six registers pre-deter- 
mining totals for two the six. 

Our management now currently informed 
count conditions from one report prepared monthly. 
auxiliary record delinquents need ever drawn from 
the ledgers. Those interested can, furthermore, check 
accounts which they are vitally interested any time 
during the month between issuance these reports. 
reference the marked aging, the credit manager 
can advise whether not “Smith Company” for in- 
stance, paid that $950 which was days past due 
February need not refer the ledger, and the 
cash posting need not date simply took 
this information provided the cashier from the deposit 


records the day the checks were received and taken 
the bank. 


Helps Credit Management 


The credit manager usually prepares the work sheets 
himself after the trial balance has been drawn off and 
results proven. automatically absorbs plenty in- 
formation from the purely mechanical process doing 
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the work. now better able act controller 
the accounts, and need not allow card follow file 
control him. his memory only fair will find 
will soon able discuss dozens possibly 
dreds accounts off hand without reference files re. 
ports, ledgers—at least general manner. 

this was not meant treatise collection 
work itself except means towards end through 
use Trial Balance-Aging, shall but briefly touch 
proceedings used. never is, nor need be, cut 
and dried routine. use form letters, preferring 
treat the settlement large account, nominal 
balance consisting single invoice less than $5, per- 
haps, its own particular manner. month 
counted not good which fails see cash equivalent 
73% the available receivable balance the Ist fully 
collected. This percentage seldom drops below 70%, 
and has frequently exceeded 76%. find this run- 
ning advance published figures for like firms the 
industry whole six much ten points. 

What losses? Yes, have them even you 
—from 20th 10th per year. 

Blame all this perpetual accounts receivable 
ing you like. certainly do. 


“square for 


each creditor 


young Credit Executive could not see why his firm 
should have take less than 100 cents assignment 
case. did not realize that the debtor had tried 
the fairest and most honest thing could do. 

The debtor went his creditors and said, effect, 
“Here are all assets. cannot continue. want 
creditors what seems best them.” 

The other creditors told the young credit executive 
that when liquidation became inevitable they saw rea- 
son for any unsecured creditor preferred over the 
others—that the principle ratable distribution seemed 
fair all—that assignment made good faith and 
the absence fraud, and experienced assignee with 
proper facilities and safeguards, had been proven wise, 
inexpensive and satisfactory way handling the affairs 
insolvent debtor. 
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over the previous year. 
this variation the sample was 


Was Good 
Year 


(Continued from page 27) 
will noted that the Total 


business shown these fig- 
ures lower than that given the 
accompanying estimates wholesale 
samples certain fields with small 


The reason for this that the 


gains, such groceries and foods, are 


much more heavily weighted than the 


samples for the durable goods trades 
which showed the sharpest increases 


The net effect 


increase the influence the smaller 
gains and tone down the effect the 
larger increases. preparing the 
estimates each trade was weighted 
accordance with its relation the 
grand total; hence somewhat larger 
percentage increase. seems apparent, 
therefore, those regions which are im- 
portant distributing centers for heavier 
durable goods actually had somewhat 
higher sales levels 1939 than in- 
dicated the figures for the sample 
group firms shown the above 
table. 


Inventories Slightly Higher 


conjunction with these sales gains 
important note that inventories 
the hands wholesalers the end 
1939 were about one-tenth higher 
than year earlier. Following 
steady decline throughout 1938, hold- 
ings the end that year were the 
lowest for any month-end since the 
beginning 1937—about per cent 
the 1937-38 average. 

After increase stocks Janu- 
ary last year there was very little 


total holdings until after the 


mid-year point when upward trend 
commenced. Inventories 
about per cent between the end 
June and the end December 
about per cent the 1937-38 aver- 
age. 

least part this expansion 
was planned early last fall when the 
increased rate industrial activity and 
expanding consumer purchases mate- 


States Regions: New England 
Me., I., Vt.) Middle 
Atlantic Pa.) East North Central 


Tenn.) West South 
Okla., 

Wyo.) Pacific (Calif., 


Texas) Mountain 
Nev., Mex., 
Ore., 
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rially raised business expectations. 

The sales figures for the years 1929, 
1933 and 1935 are actual figures taken 
from the business censuses published 
the Bureau the Census. Data 
for the other years are estimates the 
Bureau Foreign and Domestic Com- 
merce. 

The bases these wholesale esti- 
mates consist analyses general 
business indexes, and current trade 
series. The sales wholesalers and 
manufacturers reported the Bu- 
reau Foreign and Domestic Com- 
merce prior 1939 and the Bureau 
the Census during the past year, 
together with numerous other govern- 
mental and non-governmental series 
serve determine the direction and 
rate change these sales estimates 
the different trades. 


Industry Group 


Meetings Toronto 


(Cont’d from 31) 
Service Oil Co., Chicago, 
Stockton, The Atlantic Refining 
Co., Philadelphia, Pa. 
PLUMBING HEATING 
Chairman—John Brown, Jr., 
Hajoca Corp., Philadelphia, Pa. 
PUBLIC UTILITIES 
Chairman—H. Offer, Detroit 
Edison Co., Detroit, Mich. 
STATIONERY, PUBLISHING, 
OFFICE SCHOOL SUPPLIES 
Chairman—F. Ellins, Ryerson 
Press, Ltd., Toronto, Canada. 
TEXTILE 
Stevens Co., New York, 
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Royal York Hotel—Toronto 
May 
Forward!—with the Favorable Forties! 


Moral 


Mark Twain once told how went 
hear the report missionary. The 
missionary worked him great 
pitch generosity. wanted 
give all had and borrow more 
give. But the missionary kept talk- 
ing—on and on. Mark Twain’s en- 
thusiasm went down and down, until 
finally, when the plate did come around, 
said: took cents out it!” 


Select Your 
Insurance Carrier 


With Care 


selecting your insur- 
ance carrier you should 
consider 


(1) The history the 
company 
will reveal its record 
loss-paying and demon- 
strate that its resources 
have been tested time. 


(2) The character its 
management 
reflected its dealings 
with its assureds, and 


(3) and most important, 
the competence 
local agents. 


The Northern 
Assurance Meets These 
Requirements 


The Northern Assurance 
Co., Ltd., its 104th 
year operation. The 
character its manage- 
ment attested the 
continuing success its 
policyholder relationships. 


The Local Agents the 
Northern Assurance Com- 
pany are trained and com- 
petent advise you 


problems. 
There Northern 


Agent Your Locality. 
Will Supply His 
Name and Address upon 
Request. 


ASSURANCE LTD. 


135 William St., New York 
Chicago San Francisco 
FIRE 
INSURANCE 
AND 


ALLIED LINES 


April, 1940 


that 
Te- | | 
ugh 
cut 
ing 
nal 
the 
e 4 


Attorney General Reports 1939 
Bankruptcy Cases 


Credit and collection managers will find number 
items interest the annual report the At- 
General the United States the bank- 
ruptcy cases heard the United States District 
Courts during the fiscal year, 1939. total 
50,997 cases filed during the year, 37,386 were set down 
the records asset” cases which accounted for 
total expense item $1,174,361.43. This seems like 
big expense item, but the Attorney General’s Office 
figures that this average cost $31.41 per case 
handled. While these 37,386 cases were slated 
they did show average amount $32.84 per 
case. 

the asset cases have total 6,589 with average 
assets $8,724.83, and average fees and expenses 
$2,434.92. will seen from the tables below, the 
attorney general’s report classifies the asset cases 
amount gross assets realized. 

The use the new Section and Chapter has 
not been general during the first year the new Bank- 
ruptcy Act perhaps the sponsors the law had ex- 
pected. For example, only 683 people out total 
50,997 cases filed had taken advantage the Chapter 
Provisions for Arrangements. Southern District 
New York accounted for 213 this 683 total. 

Section the Chandler Act provides that the At- 
torney General collect and collate statistical data 


with reference cases heard Bankruptcy Court. Hoy. 
ever, the Attorney General’s Office did not cover all 
the eight points covered the new Law its report 
the fiscal year 1939. expected that report 
these eight points will made next year. stated 
the Chandler Act, the eight points are: 

“(1) the number voluntary and involuntary cases 

referred 

“(2) classification bankrupts occupations; 

the number discharges granted and denied; 

the net total proceeds realized, the average 
amount realized per case, the amount ad- 
ministration expenses, total and classified, and 
the percentage such total and classified 
penses compared with the total net realized; 
the total amounts paid creditors all classes 
and the amount paid each class, the percent- 
ages comparison the total amount and the 
amount each class with such total net realiza- 
and 
the amount debts owing creditors total 
and classes, and the amounts the percent- 
ages paid such total and such classes out 
the net realization; 
“(8) like information cases arising under chapters 


inclusive.” 


“(7) 


Fees and Expenses Administration for Bankruptcy Proceedings Concluded After 
Declaration Bankruptcy During the Fiscal Year 1939, Classified 
Amount Gross Assets Realized 


Nominal 
asset and 
asset cases 
Gross realized (less expenses conducting busi- 
ness) 
Fees and expenses paid: 
Classification payments: 
Trustees (excluding filing fees).................... 1,071,838.79 45,774.09 
Attorneys for: 
Petitioning 273,491.71 10,529.17 
Referees: 
Commissions and fees (including special 
master, excluding filing fees)............... 557,880.35 32,809.18 
Auctioneers’ fees and expenses.................... 276,488.22 11,636.76 
Rent (occupation after bankruptcy).............. 1,024,548.03 31,785.57 
Appraisers’ fees, 288,101.17 28,140.62 


Total expenses 


Total all 
asset cases 


Asset cases—Classification amount gross assets realized 


8,724.83 245.53 906.15 2,687.71 6,875.96 20,876.78 300,521.58 
2,434.92 146.01 461.42 1,036.75 2,411.44 5,832.75 74,683.41 
28,841.85 61,768.77 43,567.17 76,962.85 169,916.75 
262,962.54 3,383.10 31,025.62 56,569.99 35,180.83 62,954.37 73,848.68 
361,762.39 3,352.03 27,711.25 60,540.82 39,724.31 86,816.79 143,617.19 
35,566.29 53,801.15 93,734.21 289,663.04 
12,303.28 1,764.78 2,857.14 3,215.29 1,572.64 1,652.55 1,240.88 
264,851.46 5,181.61 31,388.05 59,228.66 35,104.36 74,486.57 59,462.21 
54,246.45 96,820.40 58,827.02 80,277.44 690,933.26 
37,873.85 49,338.13 29,949.14 58,091.50 68,245.10 
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Bankruptcy Proceedings Concluded During the Fiscal Year 1939, Type Case, 
Liabilities, Assets Realized, and Payments Made, Occupational Group 


Employees, 
Total Farmers Others not Merchants Manufacturers| 
men business business 
| 
Cases concluded without declaration bankruptcy: 
Sec. 74: 
Extended without liquidation........... 302 263 
Amount debts: 
Sec. 74: 
Composed. 2,098,015.50 51,506.38 $6,946.11 1,276,381.29 536,212.21 215,064.22 
Extended without liquidation........... 6,111,088.09 33,887.72 818,950.10 142,606.68 1,597,429.41 1,845,321.76 1,672,892.42 
Ch. XIII 30,371.72 2,243.53 6,712.68 
Sec. 74.. 996,336.67 4,900.00 13,612.74 1,249.92 504,910.59 400,095.21 71,568.21 
Ch. 400,541.45 1,560.32 8,345.80 81.89 265,299.08 26,891.27 98,363.09 
Cases concluded after declaration bankruptcy: 
ASSET CASES 
| | 
Type bankrupt: 
Status bankrupt assets: 
1,026 | 67 228 | 48 | 438 43 202 
1,944 | 125 171 | 55 | , 981 147 | 465 
Amounts liabilities, nature: 
210,171,217.34 1,416,394.35 10,018,292.73 6,173,685.88 34,499,704.40 29,708,571.67 128,354,568.31 
Unsecured (not 50,243,068.58 809,926.65 7,331,739.12 8,849,702.20 26,666,692.28 
Total liabilities asset cases................ 442,092,556.28 4,333,778.98 28,376,872.91 16,462,104.87 61,864,549.56 45,654,676.7 
Amounts disbursements, type: 
Payments: 
account 297,109.22 18,346.56 17,415.77 10,365.03 219,165.67 5,822.30 25,993.89 
15,952,722.63 280,829.10 294,785.48 4,004,475.09 1,280,666.74 2,230,660.90 7,861,305.32 
unsecured 17,111,987.75 123,735.71 318,881.47 4,124,287.44 8,378,073.74 
Other payments, balances................. 2,992,262.29 5,499.86 7,276.96 9,335.64 185,296.82 1,045,522.32 1,739,330.69 
41,444,075.14 730,386.94 4,875,181.00 7,325,790.19 8,151,207.23 19,898,426.90 
Gross assets realized (less expenses 
conducting business), equal total 
NOMINAL ASSET AND ASSET CASES 
Basis proceedings: 
37,045 1,069 29,641 2,404 1,476 162 2,293 
ype bankrupt: 
36,864 1,061 29,656 2,406 1,461 104 2,176 
Status bankrupt: 
Total 37,386 1,072 29,673 2,409 1,594 208 2,430 
Amounts liabilities, nature: 
Unsecured (not 191,515,854.50 4,201,745.60 98,932,922.79 34,963,402.16 14,234,723.89 3,434,792.68 35,748,267.38 
Total liabilities no-asset cases............. 416,752,867.75 9,886,305.55 70,257,780.18 24,755,516.33 8,865,488.62 99,869,642.82 
Amounts disbursements: 
ees and expenses administration............. 1,174,361.43 29,971.70 442,094.73 107,106.07 185,873.49 75,979.43 333,336.01 
Other 53,436.41 2,388.07 13,725.18 16,614.76 2,327.57 12,979.88 
32,359.77 455,819.91 112,507.02 202,488.25 78,307.00 346,315.89 
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West Virginia: 
Northern.. 
Southern... 
Wisconsin: 


onw 


Bankruptcy Cases the United States District Courts During the Fiscal Year 1939, ang 
Type Disposition for Cases Concluded Judicial Districts 
Cases filed during the year Cases concluded 
All other Otherwise concluded 
Without declaration After declaration 
bankruptcy bankruptcy 
— J 
| 
California: 
Indiana: dat 
Iowa 
567 396 32 2 2 1 21 3 5 382 1 358 a! 
Kentucky: 
Louisiana: 
ens 218 165 1 4 4 82 2 221 
241 _ ae 12} 436) 64)....].... 5 321).... 192 
Michigan: 
i ncienssascwine ses den 878 794 18 1 1 9 33 5 13 783 2 730 : 
New York 
es 1,409 9} 14) 19 102 70 16) 1,318 
‘ 


237 
Virginia: 
Washington: 
316 
50,997! 1,969! 378! 683! 43,840! 2,132! 52,102! 6,578! 91! 43,975! 5,184! 1,405! 295! 53,172 
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The Business Thermometer: 


Economic 
Bureau the Census 


Outstanding receivables 
increase again 


Accounts receivable 1,426 manufac- 

turers and 2,372 wholesalers were 

17.0 per cent and 9.9 per cent, re- 
spectively, from February, 1939. These 
figures are based reports manufac- 
turers and wholesalers who participate 
the survey conducted monthly the Bu- 
reau the Census cooperation with the 
National Association Credit Men. This 
increase the volume receivables out- 
standing has been sustained for more 
consecutive months for the two series 
data. The increase receivables, asso- 
ciated with larger sales and increases 
inventories, has been factor the 
changed working capital requirements 
number firms and lines trade. 


Increases during February, 1940 ac- 
counts receivable were general. Each 
the major manufacturer groups for which 
data are shown below recorded increases. 
The greatest reported for rubber prod- 
ucts (45.0%), followed iron and steel 
(36.9%), forest products (30.1%) machin- 
ery (24.8%), and motor vehicle parts 
(23.6%). 

Among the wholesalers, 
creased for the lines shown the 
summary table the next page. The most 
marked increase was noted the accounts 
wholesalers grocery specialty lines, 
with 26.7 per cent. Firms handling metals, 
electrical goods and heavy hardware were 
next, that order, reporting increases 
receivables 26.3 per cent, 25.5 per cent, 
and 22.2 per cent, respectively, over year 
ago. every case, the manufacturers and 
wholesalers these lines were among the 
leaders increased sales volumes over 
year ago, the increase receivables being 
thus associated with better business rather 
than slower collections. 


Wholesalers’ 
inventories gain 


The cost value stocks hand the 
end February for 1,686 wholesalers was 
slightly from the beginning the month 
(1.6%) and had increased 9.0% over Feb- 
ruary, 1939. February the seventh con- 
secutive month that the dollar volume 
inventories showed increase over the 
corresponding month the year before. 
This trend was not dissimilar that 
shown for sales, which gained 12.1 per 
cent over February year ago, marking 
the fifteenth consecutive month which 
sales have gained over the corresponding 
month the previous year. general 
the increase inventories occurred lines 
where sales were also up, with the result 
that the stock-sales ratios were down from 
200 Feb., 1939 193 Feb., 1940. 

The data the following tables are 
based upon representative sample 
manufacturers and wholesalers all parts 
the country. 


All survey figures collected and compiled Bureau Census 
MANUFACTURERS’ sales and collections accounts receivable, February 1940 


Dollar Sales 
Number 
Industry Number firms 
reporting Feb 1940 credit 1940 
sales 1939 1940 data 

Food and kindred products, total................ 483 344 114 
210 +13.2 2.1 19,386 119 128 
Flour, cereals, and other grain mill products.. +17.9 3.2 6,932 137 
Textiles and their products, 119 +19.8 4.3 27,899 114 
Clothing, men’s, except +49.5 +46.4 3,725 
Clothing, women’s, except millinery.......... 8.2 +23.1 1,883 
10 + 8.8 +41.9 1,977 10 76 

Lumber, timber, and other miscellaneous 
Paper and allied products, 118 +12.4 8.8 17,262 107 
Paper, Writing, +18.0 —7.4 3,148 
Paper, boxes and other paper products....... 3.5 8,844 
23 +10.6 —27.3 2,030 22 29 
Printing, publishing, and allied industries........ 4.0 2,253 
Chemicals and allied 133 +12.1 15,417 121 
Pharmaceuticals and proprietary medicines. +10.8 —10.4 3,127 
Other chemical +11.6 5.7 8,753 
Leather and its products, 101 +7.4 26,453 
Leather: tanned, curried, and finished........ 5.5 —7.4 6,190 
Other leather +11.6 —1.9 895 
Stone, clay, and glass products, total............. +20.5 +11.4 8,414 
Iron and steel ana their products, total........... 153 —11.7 54,439 146 
Stoves, ranges, steam heating apparatus...... +22.6 1.6 1,826 
Other iron and steel 113 +34.8 —12.1 50,141 107 
Non-ferrous metals and their products, total...... +17.4 10,187 
Jewelry and jewelers’ supplies................ 4.7 3,895 

Machinery, not including transportation 

Electrical machinery, apparatus and supplies. +31.1 6.8 36,712 
Other machinery, apparatus and 102 16,672 


Collection Percentages* 


Total Accounts Receivable 


Percent change 
Feb. 1940 from 


*Collection percentages are obtained dividing collections accounts receivable for identical group firms. 


**Includes Shades, Globes, Reflectors, Etc. 


Credit and Financial 


1940 

1939 

107 116 5.8 6.5 $75,413 
126 134 +12.6 5.0 9,728 
139 150 +17.5 3.7 4,595 
175 186 2.5 2.9 5,574 

131 127 3.0 —11.3 4,784 
53 66 + 2.1 —22.3 1,443 

118 129 +10.5 31,028 
+19.6 5.0 36,724 

+13.7 +12.4 2,261 

69 80 — 3.3 —19.7 1,836 

+14.1 0.6 21,824 

82 88 +13.4 — 1.0 3,587 

9.6 +22.7 5,827 

100 +10.1 8.9 2,996 

+16.8 +16.0 39,082 

+19.6 +20.2 00,657 

+25.4 3.1 1,073 

+18.1 6.2 9,994 

+22.1 0.7 453 

+36.9 7.7 66,006 

+15.2 4.6 3,405 

+14.3 —9.4 3,134 

8.9 —18.5 12,161 

+20.5 5.9 18,961 

+19.1 8.7 10,900 

. . . . . . April, 1940 


ind 
235 
186 
168 
3 
416 
206 
302 
318 
262 
180 
970 
377 
239 
348 
261 
157 
217 
239 
265 
620 
510 
230 
214 
185 


sales and inventories, February 1940 


Dollar Sales End Month (Cost) Stock-Sales Ratiog 
+13.8 0.6 518 +16.3 1.8 336 102 104 Plu 
Clothing ana furnishings, except shoes........... +17.1 2,793 3.4 0.4 1,137 166 173 247 
Drugs and drug 127 +10.5 7.8 19,005 0.8 31,285 210 230 199 
Without liquor department................... 8.3 —10.0 9,525 2.8 3.0 12,782 201 214 176 
+12.7 9,480 0.5 0.7 18,503 217 243 205 
319 +24.2 8.4 19,135 271 +11.3 5.7 21,845 125 137 131 
669 9.7 3.7 44,502 377 +10.9 39.816 161 161 156 
352 —1.1 18,195 177 +12.2 0.0 17,983 182 177 180 
Voluntary-group 178 —3.4 15,287 121 +7.9 0.0 188 190 185 
Retailer-cooperative warehouses.............. +10.9 8.7 2,892 7.7 4.7 2,680 139 146 130 
Wines and spirituous 2.1 2,455 +16.2 1.5 5,408 239 238 233 
449 +14.5 — 4.0 24,403 292 +10.4 + 1.7 56,470 340 355 321 
150 +19.6 6.6 5,652 102 2.7 9,911 271 313 246 
Plumbing and heating supplies............... 124 +18.1 4.6 3,294 7.4 0.0 4,087 247 266 221 
Lumber and building materials.................. 8.5 1,551 6.4 2,839 243 252 241 
Machinery, equipment and supplies, except 
Surgical equipment and supplies................. +21.9 5.2 623 9.5 2.0 543 154 168 162 
*This heading also includes distributors mill, mine and steam supplies. Insufficient data show separately. 
Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. Total Sales, including liquors, wines, etc. Wes 
affiliated with voluntary cooperative groups. 
9 
accounts receivable and collections, February 1940 
Collection Percentages* Total Accounts Receivable 
Percent change 
Number February 1940 from 
Kind Business firms February February January 
reporting 1940 1939 
Clothing and furnishings, except shoes.................. +11.9 8.8 
Furniture and house +13.8 
Groceries and foods, except farm 534 7.3 5.0 
Voluntary-group 149 2.1 0.8 
Plumbing and heating 123 +13.2 7.0 
Lumber and building materials............... 9.6 7.8 
Machinery, equipment and supplies, except electrical............ +12.9 
Surgical equipment and 7.2 4.0 
Tobacco and its products... 7.5 9.0 
Leather and shoe findings. 6.1 4.2 
Miscellaneous.............. +11.9 5.7 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms. 
This heading also mill, mine and steam supplies. 
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Division Percent change Percent change 
Kind Business Feb. 1940 from 194 fir Feb. 1940 from Feb. 29, 


Feb. Jan. 
1939 1940 


$10,016 


Electrical 
Fresh fruits and vegetables. 
Furniture and house furnishings 
Groceries and foods, except farm 
Meats and meat products 
General hardware 
Heavy hardware 
q 


w 


alll 


Industrial supplies* 
Plumbing and heating supplies 


and its prod 
acco and its products... 
East North Central.... 
Automotive supplies 
Paints and varnishes. 
Clothing and furnishings, except 


nwo 


Drugs (without liquor department) 
Dry goods 
Electrical 
Fresh fruits and vegetables 
Groceries and foods, except farm 
Confectionery...... 


Meats and meat products 


eer 
General hardware. 
Industrial supplies* 
Plumbing and heating supplies 
Jewelry 
Lumber and building materials 
Machinery, eqpt. supplies, except electrical. 
Tobacco and its products 
West North 
Automotive supplies 
Drugs (without liquor 


CO 


we 
Orbs 


Furniture and house furnishings 
Groceries and foods, except farm 
Industrial supplies*.......... 
Plumbing and. heating supplies 
and its prod 
Tobacco and its products 

South Atlantic 
Automotive supplies 
Drugs (without liquor department) 


19. 


bo 


DO 


OWS 


NH HO 
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Industrial supplies* 
Plumbing and heating supplies 
Paper and its products 
Tobacco and its products 

East South Central 


noe 
bon 


Ned | 
bo bo 


Dry goods 
Electrical goods 
Groceries and foods, except farm 
West South Central 


ty 


Electrical goods 


supplies 


_ 


Nor 


tb 


This heading also includes 


ese Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. 


mill, mine and steam supplies. 


sales and inventories, geographic divisions, February 1940 
Dollar Sales End Month Inventories (Cost) Stock-Sales Ratio# 
1940 
an. reporting 
J 
34 1815 150 187 137 
Sc 
205 Drugs (without liquor department)........... 
1,042 278 276 284 
143 166 150 
2,347 168 162 151 
460 
39,509 193 202 187 
529 991 318 224 
1,971 167 174 141 
120 148 122 
7,434 166 168 159 
1,963 341 305 285 
922 156 149 
629 
42,814 202 211 
1,671 224 
181 185 180 
719 349 267 340 
336 278 400 292 
19,502 178 187 186 
338 135 227 208 
1,234 189 210 173 
CeOeoeseseseseses 9 “104 60 64 62 
185 187 189 
342 322 337 
23,762 210 217 205 
1,578 119 124 
170 
Groceries and foods, except farm 166 163 
2,612 330 313 
793 
and spirituous 447 
umbing and heating supplies............... 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms, 
This heading also includes distributors mill, mine and steam supplies. 


East South 


Pacific—(Cal., Ore., Wash.). 


ntral—(Ala., Ky., Miss., Tenn.); West South Central—(Ark., La., Okla., Colo., Idaho, Mont., Nev., Mex., 


Collection Percentages* Total Accounts Receivable 
Number February 1940 from 
Kind Business and Region firms February February 
reporting 1940 1939 1940 February January 
1939 1940 
Fresh fruits and 149 137 169 —10.9 3.9 123 
Groceries and foods, except farm +14.3 8,208 
Groceries and foods, except farm 2.6 7,580 
Machinery, equipment and supplies, except 3.5 312 
and its products............ 115 108 115 1,690 
Clothing and furnishings, except +16.9 —17.1 214 
Fresh fruits and 160 169 160 +23.4 132 
Groceries and foods, except farm 133 127 142 5.7 
Machinery, equipment and supplies, except —10.1 453 
Drugs (with liquor +22.2 +03 1,684 
Fresh and 108 110 109 +17.5 215 
Groceries and foods, except farm products................... +13.5 1,674 
Groceries and foods, except farm 109 +12.4 5,623 
Machinery, equipment and supplies, except +34.3 8.7 1,299 
Groceries and foods, except farm products................... 102 101 5,126 
Meats and meat 156 182 190 +14.1 +15.4 583 
Machinery, equipment and supplies, except +17.1 281 
4.6 —12.6 912 


ivabl collecti hic divisi 
WHOLESALERS’ and collections, geographic divisions, ebruary 
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